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Now... when she’s vi 
her best buying mood 
Be sure you're 
well stocked 
with 
America’s 
best selling 


silverplate 


... And among the best-sellers 
Services for 8 at new, low prices 

New Basic Sets, specially plan- 
ned tor young moderns. 

Juvenile Items in every popular 
“1847” pattern, at a wide, wide 
price range. 

Tea and Coffee Services, Serving 
Dishes, Candelabra, Compotes 
beautiful holloware to match ever: 
flatware pattern—gifts that almost 
sell on sight! 

Check your stock today. Ther 
call or write to your Approved 
Wholesale Distributor. 


1847 ROGERS BROS. 


AMERICA’S FINEST SILVERPLATE + Made only by The International Siiver 





Model wearing 12 ct. 
diamond ring 
with 2 pear-shape 
diamonds and GO ct. 
diamond necklace. 
Available on memo. 


The man may pay for her diamonds, 
but she's the one who makes 


the selection. What's more she 


knows there is a difference 1n 
diamond quality and a difference 


in diamond value. To make the 


i 
sale you need a complete selection 
All cop values in whatever 
quality, shape or size diamond 
she desires 
These selections are available 
on memo from William Levine 
to make your store the diamond 


center of yvour community 


William Levine Company 


Importers and Cutters of Fine Diamonds 
.. Phone CEntral 6-3700 


29 E. Madison St., Chicago 2, Illinois . 
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Our cover design is a reminder of the impor- 
tant china and glass show at Atlantic City 
Jan. 4-9—and your big stake in the table- 
ware business. You can read all about the 
show in Madeline Love's column page 72... . 


VR AREY SE ON] 


If you aren't already carrying fine china, our 
article "China Belongs in Jewelry Stores’ page 
40, may change your mind .. . On page 42, 
you'll find facts to help you decide "ls There 
Money in Melmac?" ... That coffee set on our 
cover, incidentally, was adapted from Fairwood's 
"Egirwood White," and the goblet shapes 
came from Fostoria's pattern "Classic Gold.” 


bic 


Speaking of the Jewelry Trade 


A Yardstick for Your Diamond Sales 
Briefly 


News 


MERCHANDISING AND PROMOTION 


Fine China Belongs in Jewelry Stores, by James F. Wilson 
Is There Money in Melmac? 42 


I-merald Calibré Returns to the Market, 
by Dr. Frederick H. Pough 44 


4. Windows That Sell China, Glass, by Virginia Dixon 50 
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Time-Tested Selling Tips, by H. E. Carroll 58 

Sterling Hollowware “Road Show” 60 

Self-Service Silver, by Albert S. Keshin 62 

Stop ‘em With Off-Beat Windows, by Robert Latimer 64 


TABLE TOP FASHIONS 


Table Top Kashions 67 


Dinnerware, Glassware & Gifts, by Madeline Love 


TECHNICAL 
A New Design for Self-Winding Watches. by Henry Bb. Fried 
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They re New 20 
Letters 30 

Coming Events 92 
Personal 94. 
Manufacturers’ News 95 


Kditorial 114 
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FULLY TESTED AND 
REALLY GUARANTEED, 


tins tg 





Baldwin's “Floating Action’ Bands were tested 
recently by a top independent testing company — 
put through the equivalent of over 68 years of normal 
wear. Every Baldwin Band passed with flying colors! 





Baldwin backs this guarantee of quality with another 
— guaranteed immediate, on the spot replacement 
of any Baldwin Band requiring it. Use this 

guarantee for top sales of the fast-moving, 

clean profit line of Baldwin 100% 

Stainless steel bands. 


Baldwin means Business. 


Ask your wholesaler for 
illustrated pamphlet. 


Baldwin's Floating Action 7 
Means Total Flexibility a 


free-floating rivet | 
top liner 





| 


__ BALDWIN Bracelet Corp. 22 west 4th stret, New York 36, N.Y. 
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IS WHAT TURNS 
SHOPPERS 
INTO CUSTOMERS 


The Whiting & Davis tag proves they re 
getting the real thing, genuine Whiting 
& Davis bags and Mesh-Mates® and 
genuine Whiting & Davis jewelry 

beautiful in design, beautiful in work- 
manship and beautiful in quality of 
materials ...so that every piece you 


sel] helps sel] you. 
WHITING & DAVIS COMPANY. ING. 


Plainville . . .  . Massachusetts 


HAND IN HAND WITH FASHION 


SINCE 1876 





Keb Se tihecas an exciting new 


| TOP ALONE 


NO. 203 
Ke c) 





“ILLUSION” SETTING 
FOR EMERALD-CUT 


DIAMONDS 


JOO B Due Stuck 


Karlan & Bleicher’s newest triumph of skill, precision and 
FULL-SETTING 
NO. 103 merchandising know-how is this setting which does so much for 


emerald-cut diamonds. Exceptionally easy to work with in setting 


the diamond. Wide range of tops for various diamond sizes. 


AVAILASLE IN THESE SIZES 





NO. 103/1 NO. 103 /2 NO. 103/3 NO. 103 /4 NO. 103/5 NO. 103/6 


NO. 103 /7 NO. 103/8 





3x4m‘m 3x5m/m 3x 5’%m/m | 3%x 54 m/m 








4x5m/m 4x 6m/m 42x62 m/m 5x7m/m 




















Engagement Ring 
NO. 103/ 2432 
Wedding Ring 
NO. 2433 


K&B products distributed 
through your wholesaler! 


This size | 


diamond 


looks bt in the new 


this +1 K&B NO. 103 


. A Ze . 
size =wyw setting 


Now, bring emerald-cut diamonds within the reach of 
all of your diamond customers because you can 
offer smaller diamonds with larger-diamond appearance. 
AND-—your larger diamonds can look 
impressively larger, better set in finer settings. 
Shown is but one of a large number of bridal 


sets in this series. 


AML E BLEICHER IM. 


136 W.52nd ST., NEW YORK 19, N. Y. 
OFFICES IN CHICAGO AND LOS ANGELES ss emsce mssx nee 
STONE RING DIVISION: FALCON STONE RING MANUFACTURING CO. 
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it’s very important 


For you to know 
That we're all sold out 
On the Crown Radio. 


That all-transistor marvel 
Sells as big as it is small 
And, along with Linmark Stainless, 


We've presently none in stock at all! 





What's more we cannot promise 
Any deliveries this year... 
‘Cause we're flooded with back orders 


And the end is nowhere near. 


Don’t let such popularity cause concern 
‘Cause we're hard at work to serve you well 
With Crown...Linmark...new products too 


Wonderful items that will sell and sell! 


but even more important 


The thing we want to do 

Most of all is wish the best 
Of Christmas Cheer and 

A Happy New Year to YOU! 


SHRIRO, inc. 


276 4th AVE., NEW YORK 10,N. Y. « GRamercy 7-7500 
215 West 5th St., Los Angeles, Calif. - 29 East Madison, Chicago, Ill. 
INTERNATIONAL OFFICES: 


London ° Biel-Bienne ° Hongkong ° Tokyo ° Manila * Bangkok 


Kualo Lumpur ° Hamburg ° Montreal ° Rio de Janeiro * Osaka 


Singapore °* Djakarta * Penang ° Ipoh 
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BAKER SETTING DIVISION 
x 


850 PASSAIC AVENUE 


EAST NEWARK, NEW JERSEY 


SERIES $744 \, 
Available in 

10% Iridium-Platinum, 
Jewelry Palladium, . - : 
and Gold Ya/ VR U At i 
4551 4552 
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~The inside story 


Three-Year Guarantee: Here are the quality features that enable us to offer a 3-year guarantee on this remarkable watch: 


1. Movement is 360° lree-swing self-wind unit: replaced by re- 
moving only three screws. 

2. Balance wheel and es: apement are made of Glucydor, a new 
metal that is rustproof; unaffected by heat or cold. 

3. Balance staff guaranteed unbreakable. 
4. Hairspring is of new metal Nivarox—unaflected by electricity 
or weather. 

5. Neotal mainspring is rustproof, unbreakable, and retains its 
strength throughout life of watch. 


6. Finest shock-resistance process. 


7. 17 rubies are rounded wherever necessary for exceptional oil 
containment. 


8. Tension ring around crystal prevents it from shrinking, keeps 
it watertight. 


9. Self-expanding washer in crown automatically allows for 
crown's wear. 


10. Case is slim yet strong, back is deep-threaded for firmer seal. 





CROTON 
NIVADA GRENCHEN 


ofa best-seller! 


Right now you are stocking watches at $90 to $150 — distinctive-looking face ...the clear, easy-to-read 


that don’t have all the quality features of the fast- | numerals ...the sweep-second hand. Your customers 

selling $69.50 Antarctic! Smart buyers are finding out — couldn't find a finer Christmas gift. 

that the Antarctic is everything we say it is and more! —_ Don’t forget our famous 3-year guarantee: “If, with- 

Our sales records prove it. (And yours will, too.) in 3 years, the Antarctic fails to perform through any 

The Croton Antarctics not only work like A the « » mechanical defects (outside of abuse), we 
nt 


arctic will repair it free of charge.’” What other 


more expensive watches. Note the elegant, by watch company dares make this guarantee? 


ee Ss 2g % BNO, exer 
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more expensive watches. they also look like 











ONCE AGAIN...IT’S TIME TO WISH YOU THE 


FROM THE 
a i 4 cogte 4° a 
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Everything in Chain 
Gold * Gold Filled ¢« Silver 











exclusively designed by 


My, (Rawls 
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If you sell the jeweler... 


... published for and in the interest of retail jewelers, it also has high 
reader interest among manufacturers and wholesalers, who depend on it to 
keep them posted about what is going on in the jewelry trade. With a paid 
circulation around 19,000, this magazine blankets the major purchas- 
ing power of the industry—the stores responsible for more than 90°, of the 
business in the $1.5 billion jewelry store market. At the same time, it has 
wide acceptance in the aggressive and growing smaller stores. It keeps the 
jeweler up to date on sales promotion and management methods and 
constantly aware of new and profitable products. It covers his interests 
from every angle; buying, merchandising, operation and technical. Its 
influence and leadership have been unchallenged for nearly 90 years. 


a , “hy 


i) A) 


Jewelers’ Circular-Keystone is published by Chilton—a company with the 
resources and experience to make each of 16 trade and industrial publica- 
tions outstanding. In keeping with policy, the staff of Jewelers’ Circular- 
Keystone devotes full time to the publication, striving for editorial 
excellence and quality circulation, earning the confidence of readers and 
advertisers alike. 





you can sell him best in 


JEWELERS’ CIRCULAR- KEYSTONE 


Publisher of: Department Store Economist e The Iron Agee Hardware Agee The Spectator e Automotive Industries « Boot 
Commer ial Car Journal . Butane-Propane News e Klectronic Industries e lew lers’ Circular -Kevstone e Motor see Cas 


Opucal Journal & Review of Optometry ¢ Distribution Age e Aircraft and Missiles Manufacturing « Business, ‘Technical an 





PEOPLE BUY 6 OUT OF 10 GIFT 


’ 











WATCHES—-FOR CHRISTMAS 


- 


impulse to buy, 


~_ 


Make sure yOu 


ce ee ee 


In the last shopping days before Christmas, 
a sudden decision comes to many a shopper. 
Of all the wonderful gifts in the world, nothing will 


do but a fine jeweled-lever watch! 


Make sure you stop these shoppers, compel them, sell them— 
with the most complete display of fine watches you ve ever put 
in your window. Make sure to highlight these watches in your 
Christmas advertising—self-winding watches, wrist alarms, 


calendars, every new feature and fashion and style! 


Make sure the shoppers act on that impulse, in front of 
your windows, then inside of your store. Right smack up to 


closing time, Wednesday, the 24th! 
FOR THE 12TH YEAR, FEATURING THE TIMELY ADVICE: 


line 
THE WATCHMAKERS OF SWITZERLAND — THE FEDERATION OF MAKERS OF 


A Si WSS J lerte Ju > 


15 





Ballou Gold Necklace Clasps... 
Perfect For Pearls 


Strongly made, yet dainty and delicate in appear- 
ance, the Ballou No. 97 necklace clasp is a trouble-free 
“working clasp” for jewelry manufacturers. Available 
in 14K and 10K gold, gold filled, and sterling silver. 


Join the manufacturers who find it pays to start 


with Ballou findings. 


008 1986 B. A. BALLOU & CO. INC. 


[ Uf jth 61 Peck Street * Providence 2, R. I. 
© e , | U 
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SOLD TO THE MANUFACTURER 











FINDINGS— 


The Foundation of Good Jewelry 
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STERLING BY 





WHAT'S NEW IN. THE PICTURE FOR 19592 CELSA, OF COURSE! NEW, DIFFERENT, 
EXCITING...A WEDDING OF CONTEMPORARY ART, GOOD TASTE AND QUALITY 
STERLING CRAFTSMANSHIP THIS IS SOMETHING THE AMERICAN PUBLIC 
HAS REALLY WANTED...AND WILL BE SEEING MORE AND MORE OF IN 1959, 
THANKS TO THE VISION AND THE IMAGINATION OF FINE RETAILERS EVERY- 
WHERE. IN THE MEANTIME, A MERRY CHRISTMAS FROM CELSA. 
CELSA CORPORATION OF AMERICA, 1 EAST 57TH STREET, NEW YORK 22, N.Y. 





SHEER MAGIC 


for WATCHBANDS 
SALES 


An amazing new men's band in the 
Mork Vil line with ‘'Sleight Of 
Hand'* sizing feature. 


@ No tools... . Just a flick of 
the fingers and a link's out. 
Another flick, it's back in. 


@ The exclusive ‘Slide And 
Lock"’ end lug is quickly, 
surely and easily interchanged 
to take either straight or 
curved ends. 


All exclusive features of this 
band are protected by U. S. 
patent application. 


Full guaranteed, these revolu- 
tionary bands are available in 
1/20 10 Kt. Gold Fill-d tops and 
genuine reptile leather inserts. 


Each band handsomely 
packaged in attractive 
Mark VII display package. 
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NORTH ATTLEBORO, MASS. 


WATCHBANDS INC. 
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PLASTIC 
IN ALL COLORS 
: PARCHMENT 
ae mm aiital 
mfd.by ARCH CROWN TAGS, INC. 
277 Halsey St., Newark 2, NJ. 


Stainless Steel also available. 





They're New... 


Blue-sheathed, gold-plated, Fabergé-styled 
“Surprise Egg” measures 2% inches long. Re- 
tails, empty, at $4; filled with various ge 
$5. By Moselle from Vincent Lippe Corp 
Fifth Ave., New York. 


Christmas charms in 14K gold feature cul- 
tured pearls, rubies and sapphires. Seven 
stones in disk charm, fourteen in full tree 
charm. Full tree, right, has stones on both 
sides, measures *% inch in depth. Each $54 
triple Keystone. From Reuben Pomerantz, 30 
W. 47th St., New York. 


“Infallible” automatic still camera has 
coupled electric eye meter that adjusts lens 
diaphragm for varied lighting conditions. Pre- 
set shutter speed, distance scale. With carry- 
ing case, flashgun, $79.95 retail. From Bell & 
Howell, 7100 McCormick Rd., Chicago. 
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METALS & CONTROLS i CORPORATION 


éneral Plate Division 











Master crafted . . . Swiss precision engineered 
watches, superbly styled . . . the ultimate in 
accuracy and dependability. 


The 
dealer 
who 
knows 
Quality 
says It’s 


CERIOM 


“SWISS PRECISION WATCHES 


J. HUNSPERGER & COMPANY 


LA CHAUX-DE-FONDS * SWITZERLAND 
(Available through your watch distributor) 














CASH for Your 





Surplus Silver, Diamonds and Jewelry 


We will pay cash for any of your sterling 
patterns—any quantity, large or small— 
active, inactive, obsolete, new or used. 


Send shipment for immediate offer. Our 
check covering payment in full mailed same 
day. Silver will be held intact awaiting your 
acceptance or rejection. 


We are also interested in cooperating 
with jewelers who receive calls for older 
sterling patterns that are no longer avail- 
able. 

Will also buy diamonds—any size and 
quality—as well as antique and modern 
jewelry. 

Reference: Dun and Bradstreet 


The First National Bank of Memphis 


Julius Goodman 
& Son 
Memphis Jewelers Since 1862 
113 MADISON AVENUE @ MEMPHIS, TENNESSEE 























They re New... 
y 


“Trapeze” bracelet cover watch is Italian- 
styled in 14K gold. Bracelet has 22 diamonds, 
antique hand engraving, florentine finish; 
watch has Swiss movement. $620 retail. From 
Honora Jewelry Co., 42 W. 48th St., New 
York. 


Hand-engraved 14K gold cat pin has mov- 
able head, holds turquoise or other semi-pre- 
cious stone. (Shown in actual size.) $65 re- 
tail. From Art-Craft Jewelry Co., 1 W. 47th 
St., New York. 


From Reed & Barton’s new line of pewter- 
ware, this three-piece ‘“‘Contemporary” coffee 
set retails for $69.50. Individual piece prices: 
coffee pot: (46 oz.), $44.50; sugar bowl, $10; 
creamer, $15. 11%-inch tray extra at $14.25. 
From Reed & Barton Silversmiths, Taunton, 
Mass. 
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Palladium profit pointers ... one of a series 


Palladium eeckiece by Lecien Piccard. $14,000 pelledium earrings by Jack Cuterhneider, 8250, 


If you re conscious of fashions in jewelry 


tlectde on palladium vert fists e¢ quality of palladium jewe Y i 
lhance gieaming whiteness 

newest of the Palladium mpleme gems, making them & More excit 

mportant pieces and tor 

eclous metals ~ you ere wearing the 

¢ radiance thet terps 


ur booklet and 


Obviously made for each other... 


Palla q Lum romance and palladium newest of 
he te precious jewelry metals 


et rat hertark Lacveaienc: 
toe moon Tm wo RY aE 
OF Wet Shee ee 
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ppg: rye Mog od vw obete 
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Palladium is 
NATIONALLY ADVERTISED 


...it tells your customers that “there’s no gift like jewelry” 


A good friend of yours ...is palladium advertising. live in the jewelry you give.” That “there is 
. . like jewelry!” 

Month after month, year ater rome, this con- Palladium is getting its share of publicity, 
sumer advertising... appearing regularly in Holi- 
day, Harper’s Bazaar, Mademoiselle, Charm, Bride's, 
Seventeen and Modern Bride ...is steadily building 
acceptance, desire and sales for palladium jewelry. 


From fashion editors, radio and television com- 
mentators. In the conversations of women all over 
America. 
Get the full benefit of this advertising... by fea- 
Not only for palladium jewelry, but for all kinds turing the palladium sales aids in your window and 
of precious jewelry. Because our national advertis- counter displays. Just write us for the free Basic 
ing constantly tells your customers that ‘““memories Merchandising Kit. 


—o . ' nee Cee eee ve 11. ; 
Palladium is modern...white ...all-precious ...lighi Oailadiun 


...strong...easily worked ... nationally advertised. sai seats ander 
PLATINUM METALS DIVISION * THE INTERNATIONAL NICKEL COMPANY, INC., 67 Wall Street, New York 5, N. Y. 


23 





fine 
14-kt. gold 


jewelry 


exclusive 
patented 
ear-clip 
backs 





superb 
craftsman- | Clipper Craft home hair cutting kit comes 
ship | | in blue plastic compartmented box. Clipper 
has three comb attachments. Ten-piece kit 


retails at $15.45; twelve-piece kit, $15.95. 





From Dormeyer-Graham Co., 3420 Milwaukee 
Ave., Chicago. 


Preformed Parts, Ine. 


PeEttelaichizte Mm abia 


(cue Pechater cy e Ee 


FACTORY AND OFFICE N.Y. SALES OFFICE 
520 Bedford Road 515 Madison Ave 
Pleasantville, N.Y New York 22, N. Y. 
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STOP Popular-priced locking bridal set has facet 
losing sales on design. Available in 14K white, yellow or 
yellow and white gold. Center diamond from 2 
pts. to % et. Through your distributor from 
START Paragon Ring Co., 85 Columbia St., Newark, 
making N. J. 


a high-profit item! 


money on 


Why pass up stopwatch cus- 
tomers...stopwatch profits... 
when Clebar can furnish you 
with a complete line of super- 
accurate instruments for every 
precision timing need. 
Stopwatch of 


Split-Second Accuracy 
FILL OUT AND MAIL COUPON BELOW TO 


CLEBAR WATCH COMPANY, 15 W. 44th St., N. Y. 36 


FREE Rush full information, catalog and wholesale price list. 
No obligation, of course. 


Handy-Hannah hair drying hood diffuses 


Name warm air evenly through the hair, has extra- 





long connection. Separately, $4.95 retail; with 
dryer, $19.90 (No. 101H-Y) or $21.90 (No. 
101H-CY). From Handy-Hannah division of 
Landers, Frary & Clark, Whitman, Mass. 


Address. 








ree le 


LAR-KEYSTONE, DECEMBER 1958 


24 











66 JEWELERS 
DID NOT USE OUR 
SERVICES IN 1958... 


ACCORDING TO THE JEWELERS BOARD OF TRADE REPORTS, 66 
JEWELERS IN 32 STATES SOLD OUT TO THE LIQUIDATORS IN 1958 
... HOW DID THEY FARE?... 
THEY DID NOT REALIZE THEIR MAXIMUM POTENTIAL: . . . 


... NOT BY FAR:... 
THE PREVAILING AVERAGE SELLING PRICE WAS 55¢ on the $ 





OUR NEW METHOD 
We conducted 90 sales in 1958... WE WILL @ 





36 were going out of business sales... 
of these 36... 11 USED OUR NEW 
METHOD! 10 OUT OF I! REALIZED 
BETTER THAN $ FOR $ NET CASH 


AFTER ALL EXPENSES! - You will receive @ 
We will sell @ 


. We guarantee ® 
. You must make ® 


. We will pay ® 


WE CAN DO THE SAME FOR 


YOU! . .. CONFIDENTIAL 


REMEMBER OUR CONSULTATION IS FREE. WRITE © WIRE © CALL COLLECT 





SILVERMAN SALES ENTERPRISES 


580 5th Avenue, New York, N. Y. 


Tel. Plaza 7 4693-4692 
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Catamore Rosaries . . . handsomely crafted of pre- 
cious sterling silver and the finest rosary beads. Dis- 
tinctive . . . beautiful original designs. Sales are 


bound to increase—and profitably. 


Selected 
and 
Serviced 
by 
Leading 
Wholesalers 


R315 74-470 $9.40 


Oval corrugated beads, 
hand engraved cross and 
center. 
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Greetings 4 
TO OUR 3) 
WHOLESALERS 
ACROSS THE 
COUNTRY 


J. M. FISHER COMPANY, Attleboro, Mass. 


& 





Theyre New... 


Sunbeam Rollmaster electric shaver (model 
333) will supplement Shavemaster Blade-Elec- 
tric line. Features “Triple-Twin” shaving 
head, “Rolling-Edges.” Introductory retail 
price, $23.50. From Sunbeam Corp., 5600 
Roosevelt Rd., Chicago. 


Masculine-styled Hamilton “Newlin” has 
22-jewel movement, is shock-resistant, anti- 
magnetic, fully adjusted. Alternate dial with 
slender radiating hour markers’ available 
without charge. With tan leather strap, $85 
FTI; with expansion bracelet, $95 FTI. 


ae 
Men’s accessory case has soft-finished, sim- 
ulated tan cowhide cover, velvet interior. If 
purchased with tie clasp and cuff link set, $3 
Keystone; if purchased separately, $6 Key- 
stone. From Krementz & Co., 49 Chestnut St., 
Newark, N. J. 





NEW 


A UNIQUE IDEA 
IN A FINE 


WATCH 


HILTON 


THE “’MISSILE’’ WATCH 
Three NEW and different Watches 


for ladies and gentlemen. typify- 

ing the space age. An original mis 

sile model that will appeal to stvle 

32 conscious America. li Jewel 
PAT. PEND. HILTON movement. in Gold = o1 


MISSILE SATELLITE EXPLORER Silver color. 


The WATCHES of TOMORROW 


here for You 
TODAY ! 


POPULARLY PRICED 
for Ladies and Gentlemen / 


/ 
THE “ORBIT” WATCH ” 


The ORBIT WATCH has to be 
seen to be appreciated. The mov- 
ing outer rim of the dial marks 
the seconds and creates an_illu- 
sion that enchants the wearer and 
mystifies the onlookers. Silver 
with White or Black face dial and 
a 17 Jewel HILTON movement. 


IT PAYS TO FEATURE THE COMPLETE HILTON LINE FOR STYLE AND QUALITY. IF IT'S NEW—HILTON HAS IT. 
AT BETTER JEWELERS EVERYWHERE. PLEASE WRITE FOR THE NAME OF YOUR NEAREST DISTRIBUTOR. 


HILTON WATCH COMPANY 75 WEST 45th STREET, NEW YORK 36, N. Y. 





They're New... 














Hand-carved Barel Bridal matched wedding 
ring set (E 202 and EL 202) features a celes- 
tial motif. In 14K white gold center and yel- 
low gold edges. From Bridal Ring Co., Inc., 
87 Nassau St., New York. 


“Pearls of Wisdom” 
“Orienta 
Cultured Pearl 
Pendants 


Write for our illustrated folder. 


LEYS, CHRISTIE & CO., INC. 


65 Nassau St., New York 








| // {/ : ig “Super Windlite,’ Ronson’s lowest-priced 
ot. th the i) thy look windproof lighter, has lifetime fiberglass wick. 


Company says it will light in 18-mph wind. 


Suggested retail, $3.50. From Ronson Corp., 
1 Ronson Rd., Woodbridge, N. J. 














: “Hall of Fame” personalized trophies cost 
GRAFF, WASHBOURNE & DUNN, since 1/68 retailers no inventory or other expense. Com- 
| pany will plate shoes, baseballs, gloves, etc.; 


— lai ail lita Mail retailer takes 40 per cent discount. Free sales 
photo-Irames plain or engine-turned, velvet or Dakelite backs “4, . ; 
: ‘ kit includes display cards, sales letters, price 


and easels, in 4Y sizes — 4” 4,” gx” 5” | : ' : ¥ al 
. from 314" x 414" to 1844" x 14% folders, job tags. Contact Bron-Shoe Co., 269 


VISIT OUR SUITE +773, WALDORF-ASTORIA, AUGUST 10-14 | E. Broad St., Columbus, Ohio. 


GRAFF, WASHBOURNE & DUNN 


1588 WEST FOREST AVENUE ¢ ENGLEWOOD, 





have been creating with exacting skill, single, double, triple 





O 
A THE SEASON'S GREETINGS FROM JACOBY-BENDER ®& 


J-B jewelry stylists, goldsmiths, 
craftsmen, assemblers, polishers, 
machinists, toolmakers, salesmen, 
packers, ad-men, display designers, 
accountants, bookkeepers, secre- 
taries, receptionists, maintenance 
men, guards and management 
wish you the Season's Best 
and a prosperous New Year! 











STOCK 


We will gladly design 
your own specialized 





package for you. 


MASON BOX COMPANY 








Here is just one of the many new STOCK jewelry boxes 
illustrated in our new catalog. A velvet trimmed paper box 
for ladies’ jewelry. Our complete line of 8O stock jewelry 
boxes is available through material suppliers, for immedi- 
ate delivery. Our 1958-59 catalog mailed on request. 


523 MT. HOPE STREET ATTLEBORO FALLS, MASS. 











RACINE 


a t-t-me-J ol-reit- lid re 
in the Largest 


—T-1[-letdle] st mmo), 


TIMER gS Timers and 


Chronographs 


4 o 
GALLET € GUINAND 
TIMERS 


ie Lcelticl Bedell Bef lelg sy 1a 2: 
* 


Write for the 


Lotesse RACINE 
CATALOG 


For all Sports 


and Industrial } JULES RACINE & COMPANY) xc. 


Specialists in Fine Timers — Since 1890 


Uses... 
20 WEST 47th STREET. NEW YORK 36 








LETTERS... 


Selling Ethics 


To the editors: 

Congratulations on your November 
editorial, “Honesty.” You are right 
when you infer that “let him who has 
ne’er sinned cast the first stone.” I as- 
sure you that there will be no stones 
cast, but that in each case we should 
look into the mirror, cleanse our policies, 
and become merchants of true value and 
beauty again. 

I’m sure that your editorial will 
cause much deep thinking on the part 
of those who read it and I sure wish 
everyone in the business would read it. 
Meriden, Conn. JOHN D. SHAW 

General Sales Manager 
The International Silver Co. 


Prize-Winning Stars 


To the editors: 

I am enclosing a clipping from the 
Park Avenue Social Review of Novem- 
ber 1958 showing a brooch which ap- 
pears to be the same one as that on the 
top of page 52 of your November issue. 
If it is true that the mass of stones 
shown are synthetic star rubies, I am 
sure that you would not knowingly have 
omitted the word “synthetic” from the 
description in the magazine. 

WILLIAM T. LUSK 

President 

New York Tiffany & Co. 
Our caption-writer assumed that the 
lustrous grapes in this magnificent 
brooch were nature-made, although in 
fact they were man-made Linde stars. 


Ed. 


Business-Building Ideas 
To the editors: 

I always read JEWELERS’ CIRCULAR- 
KEYSTONE from cover to cover as soon 
as I receive it, and the other evening, 
while perusing your October issue, I 
came across the article on page 84, “27 
Ideas for Bigger Christmas Business.” 
I think that this is excellent. It whetted 
my appetite for similar articles. 

GORDON HOWARD 
Advertising Manager 
Elgin, Ill. Elgin National Watch Co. 


Standard Time 


To the editors: 

It is interesting that the method of 
reckoning time instituted in 1883, al- 
though adopted and used by the Federal 
Government, states, cities and towns 
throughout the country, was put into 
effect without federal legislation of any 
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SAMPLES ON REQUEST 
..- A BETTER TAG 
FOR LESS MONEY! 


PRICE TAGS 
$'395 per 1000 


WITH SCRIBER 
e Easy to attach! 
e Once on — stays on! 
e Scribes quickly — legibly! 
WRITE DEPT. J 


TAGON 


ee ee 
43 SOUTH FIRST STREET . FULTON, NEW YORK 





IT'S ROBOT 


NEW! TIME'S "EVERLIGHT" 
‘8 Ha 


THE DIAL 
LIGHTS UP 


Just in time for Christmas. Individual 


battery operated bulb. Lights up en- 
tire dial . . . battery easily charged. 
Recharging equipment included. Tre- 
mendous appeal for every car owner 

.. theatre goer .. . etc. Limited 
quantity available for immediate 


delivery. 


Your cost $59 


Keystone 
ORDER NOW ... 


Fine 17 jewel movement 

Shock and water resistant 

Yellow gold filled (20 micron) top, 
Or all steel case ... beautiful 

swiss leatherette box included 


ROBOT TIME, wwe 


580 FIFTH AVE.. N.Y.C. 36. N.Y. a 
PL 7-4690-1 ead 





sort. It was not until 33 years later— 
on March 19, 1918—that Congress 
passed the Standard Time Act. 

Chicago GABRIEL PIEZO 


Special Days & Weeks 


To the editors: 

In your October editorial page, you 

referred to a calendar, “Special Days, 
Weeks and Months,” in which we are 
interested. Please advise where we may 
get a copy of this. 
Baltimore SAMUEL KIRK & SON, INC. 
This merchandising calendar has been 
published annually by the United States 
Chamber of Commerce, Washington, 
D. C. Starting with the 1959 edition, it 
will be produced by the Apple Tree 
Press, Flint, Mich., at $1 a copy.—Ed. 


Honesty: 50 Per Cent Off? 
To the editors: 

First of all, I want to congratulate 
you on your two-fisted November edi- 
torial. I try to keep a proper perspec- 
tive, but to me this question of the con- 
tinuing debasement of moral integrity 
in our industry is a most serious threat 
to its well-being. 

We have always had to deal with a 
small minority of chiselers, but their 
number has grown immeasurably dur- 
ing the past 10 years. Now we also have 
“fast buck” opportunists who are on the 
shady side, and sometimes when sorely 
tempted otherwise honest merchants 
who just had to take a chance because 
they had to meet competition. 

I suppose the debasement of moral 
standards generally is a basic factor. 
Aggressive merchandising and advertis- 
ing techniques, augmented by profes- 
sional creators of weasel words and 
clever border-line phrases, are a con- 
stant menace to honest, descriptive 
terms of our products. They not only 
create unfair competition at the manu- 
facturers’ level but also confuse and 
often deceive the consumer. 

Where is all this leading us? We 
know that integrity is the cornerstone 
of our industry. No other business is so 
dependent upon the consumer’s belief in 
its good faith; and in no other business 
is the consumer more at the mercy of 
the seller. 

The great majority of our people 
realize that they must preserve the 
priceless heritage they have inherited. 
We in the Jewelers Vigilance Commit- 
tee are trying to do our part. 


G. H. NIEMEYER 
Chairman 
New York Jewelers Vigilance Committee 
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Planning a STORE-WIDE SALE? 


A Complete Sales-Promotion Package 5 FOR EVERYTHING 
... so you can ‘DO IT YOURSELF!” YOU NEED TO RUN 
ANY KIND of SALE! 


YES! RUN YOUR OWN SALE! 
Sample Full-Page Adv. (Reduced) 


More than 5,000 Sales-Aids and Timely Ideas [~<.,.c Name STOCK LIQUIDATION SALE 
sure to draw Crowds seats PUBLIC NOTICE! <5¢20N THE PREMISES! EVERYTHING ASCO! ox 
ITS THE WILDEST PRICE PANIC #“CITYS EVER SEEN! 4 


NEED CASH SPECIALS? ae DIAMONDS! WATCHES! JEWELRY! gp 
We can serve you on Memorandum with several hundred Be RIFICED? ss _— 


of the hottest fast selling profitable traffic items, undred ee ar Nevin 70 VAS SAVINGS! THIS 1S. THE OPPORTUNITY YOUVE BEEN WAITING FOR / . 
ing Advertising Copy that will make your sale a success | WE WERE WRONG-—WE ARE SORRY 
rw Our Loss Is Your Gain— We Overbought and Merchandise Is Piling 
any month of the year. Now We Are UNTS UP TO 75° At 
07, 
U % 
Consult us in confidence. We can refer you to a number | (7773 _DIScoU acs: natasha 
of Jewelers who have run Successful and Profitable Sales |Z 10 A. M. TOMORROW - - THURSDAY 


WALLY SAMOUS MARES (NCLUDED 


with our service. Write, wire or phone for details! No 7 AR MURS Fon WeeSTIEAT So” FOR THE FIRST 100] * 
D WATCHES 








' IAMONDS PEOPLE AT OUR DOORS 
town too small for a SUCCESSFUL SALE! We can IND cow ATWAM |. Sith 


recommend Experienced Sales Supervisors at nominal reo oncom 
fee—upon request! 


_ 
CLOSE OUT! 


FEATURE! 
/ 3 ON MANO FARLY FOR YOURS 


A COMPLETE SALES PROMOTION ADVERTISING 

MAT SERVICE, FLEXIBLE FOR ANY KIND OF | 

SALE] HUNDREDS OF SIGNS, PENNANTS, BAN. SAVE UP TO 75‘ % DOLLAR 
NERS AND SHOW CARDS TO DRAMATIZE YOUR tas 
EVENT! DIE CUT DIAMOND RING AND STONE | 


RING SPECIAL SALE CARDS 200 INCLUDED! | 
| - RRO 6S AGA 


SPECIAL RADIO CONTINUITY 25-50-76-100 BARGAIN 


WORD DYNAMIC SALE ANNOUNCEMENTS! ate EVERY ARTICLE ARTICLE ay ARTICLE ania’ ee - MOT GOING BUSINESS 


DIAMOND MERCHANDISE CONTEST, DOOR 


FEATURE 
OPENER GIMMICK, TRAFFIC STUNTS, CROWD w 
GETTING IDEAS! COMPLETE SURPRISE PACK. csi 
AGE MYSTERY BOX PLAN WITH MATS AND ve NG! we 
To | BARGAIN! 


HOW TO SELL ‘EM BY THE THOUSANDS! A 
DIRECT MAIL LETTER WITH COPY AND MAT; 
FREE GiFT OFFER, LUCKY PENNY IDEA, BUSHELS Y / YOu MUST SAVE OPEN MONDAY AND THURSDAY WITES 
OF IDEAS) RZ 


You, too, can jam your store with customers They come They saw! _— bought! 











5 eo sas) 


J. BIELER PROMOTIONS Wholesale Dishibutor 


29 East Madison Street (Heyworth Building) Chicago 2, Illinois + ALL PHONES: RAndolph 6-9550 
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the ring with the permanent-vaiue guarantee 
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THIS EYE-STOPPING TWO-PAGE AD 

WILL COME TO LIFE IN BLAZING 

COLOR IN SEPTEMBER SEVENTEEN. PAGE AND HALF-PAGE ADS 
LIKE THESE WiLL CONTINUE 
TO SELL ARTCARVED'S 
PERMANENT VALUE PLAN 
TO YOUR CUSTOMERS. 





HOW TO GET A BIGGER SHARE OF THE BRIDAL BUSINESS 


Find out how other jewelers have made their store Bridal Head- 
quarters by featuring the “‘largest Artcarved wedding ring selection 
in town.” Ask your Artcarved salesman to show you how Artcarved 
helps you with special displays, promotions and advertising. 
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-~makes your 
-Headquarters 


Dramatic, prestige-building Artcarved 
advertising draws brides to your store 


There’s no “‘recession’”’ in the advertising 
support you will be getting this fall from 
Artcarved. The makers of Artcarved diamond 
and wedding rings are expressing their con- 
fidence in the outstanding quality and sala- 
bility of Artcarved rings by continuing to 
give you all the benefits of a strong na- 
tional advertising program to bring more 
bride-age customers into your store. 

For an Artcarved diamond ring assures 
your customers of the permanent value of 
their purchase .. . gives them convincing 
proof of the value they are paying for. And, 


thanks to the increasing power of Artcarved’s 
unique Permanent Value Plan, you can ex- 
pect to sell more diamond rings than ever 
before—even in the face of tougher com- 
petition ahead. 

Get all the facts about Artcarved’s far- 
reaching advertising and merchandising 
program for fall 1958. Learn the important 
help it can give to make your store the 
Bridal Headquarters in your town for dia- 
monds, silver, china, crystal. Be sure to 
ask your Artcarved representative or write 
our home office for full details. 


These new merchandising aids help you promote Artcarved’s PVP in your store 





FULL-COLOR MOVIE PLAY- 
LETS. For local 


drive-in theaters. Also in black 


TIE-IN LITERATURE. Full- NEW RADIO DISCS. One-min 
color folders, gift books, “Wed- ute and twenty-second 
ding Guide for Bride and Groom.” with time for 


NEW DISPLAYS. Bride-dol! 
displays, flasher and motion units 
for window and counter 


spots ndoor and 
local tie-ins 


and white for TV 








, ' , yo 2 
. @ } 4 Ref 


SEE ARTCARVED ON AMERICA’S NO.1 DAY- 
TIME TV PROGRAM, “QUEEN FOR A DAY” 


Over 8,000,000 women will see Artcarved on TV via 142 NBC-TYV stations 
throughout the nation. And many more will hear about the Artcarved 





PVP on 560 Mutual radio stations next day. 








J.R. WOOD & SONS, INC. 


216 East 45th Street, New York, New York « NEW YORK +» LONDON + AMSTERDAM > 


ANTWERP 
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FULL-PAGE AD AS IT APPEARS IN LEADING NATIONAL MAGAZINES—NOVEMBER AND DECEMBER ISSUES 


LONGINES 


HKMnnounceb Cie Createst Shdoonee Jr Wateyproof Wetehes 


THIS SENSATIONALLY NEW, Wbra-CG hin, HERMETICALLY-SEALED WATCH 

AFFORDS LIFETIME PROTECTION AGAINST ALL COMMON WATCH HAZARDS 
The new Longines “Admiral-1200” is wafer-thin, | planning to buy a watch for yourself, or as an impor- 
handsome, fashionable. Yet its smooth, seamless, tant gift, zvest in a Longines “Admiral-1 200”, the 
owing contours give the most perfect permanent latest and finest version of ‘““The World’s Most 
protection against destructive moisture, shock, per- Honored Watch.” @ Illustrated above—the 
spiration, air-borne dust. Its revolutionary self-locking "“Admural-1200” Automatic, 14K gold, $165. Other 
Aquaseal Crystal” is completely water-tight without “Admiral” Watches from $90. Federal Tax Included. 


y rye , ‘ ° lat _—r ; f . ) > 7 ; 
vaskets, washers or cement. C Within this armored As tong as crystal and stem remain intact 


protec t10M 1S the world-renowned Longines automatic sf 4 7 | 
watch movement—shock-resistant, anti-magnetic—the | ( IN ( J | ON‘ | # nN ») 
most advanced automatic watch in the world. ; a Mt om. ¢ 7 ee 

: ; . 1 the rid (¢ The fn World Yau C(rand S types ak Cold Siodal Awards 


Cw! if ¢ _ a > : r~8 4 > P Ot > 
u , ul ra thin, hermetic lly sealed I Ongines HIGHEST HONORS FOR ACCURACY FROM GOVERNMENT OBSERVATORIES 


‘Admiral-1 200” provides the most w rt ime- OMe CR CBs im My Zé " 
Admi provides the most wonderful time Ofiaal Wie “Fo Ckamspiashye Sports The Wii Door Including 
keeping service imaginable. Yet, so perfectly is it OLYMPIC WINTER GAMES PAN AMERICAN GAMES 
, , ‘ CALIPORNIA 1969 CHICAGO 1959 
protected against all common watch hazards that it 


can be a prized possession for a lifetime. ( ‘Admiral- THE WORLDS | Mose Honored oo 
L200" Automatics are just now being received by : Ps . a OI ds eS, 


Authorized Longines-Wittnauer Jewelers. If you are 


Longines: Y Vite MA NAMUOF Wut hee. Com Mf 


SINCE 1866 MAKER OF WATCHES OF THE HIGHEST CHARACTER 


LONGINES-WITTNAUER BUILDING, NEW YORK 36, NEW YORK 
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docu- 


| gmmenage SHMECESSION! A 


ment circulating in U. S. Trea- 


sury offices expresses to a “T” what 
happened to business during the first 
half of °58. Says the 
writer, in his attempt to “clarify the 
cautious terminology of the experts:” 


anonymous 


“It should be noted that a slowing 
up of the slowdown is not as good as 
an upturn in the downcurve; but it 
is a ood deal better than either a 
speedup of the slowdown ora deepen- 
ing of the downcurve: and it does sug- 
gest that the climate is about right 
for an adjustment to the readjust- 
ment... .) 

So, let’s all be pessimistically opti- 


mistic; that is, gloomily gay. 


ee Good watches 


and clocks just mind their own 
tell the time. 

But good watches and clocks don’t 
make the headlines any more than do 


business: .e.. 


good little oirls. 

You have to get out of the groove 
and kick up your heels to rate atten- 
tion. That’s what certain timepieces 
seem to be doing. 

A new pocket watch, for example, 
has a whole gambling casino in its 
2x2” case. On one side you play 
roulette and on the other a “dog race” 


ASE ERS’ 
LVY CLENRS 
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SPEAKING OF THE JEWELRY TRADE 


game. The numbered wheel for rou- 
lette spins around the center hub of 
the dial which—ho, hum!—also prac- 
tically ticks off the (Just the 
thing, perhaps, for restless train-com- 


time. 


who 
seek companionship on their trips by 
rail. ) 

Then, the DRAWKCAB 
KCOLC tells time SDRAWK- 


CAB. This innovation is having con- 


muters or travelling salesmen 


there s 
which 
siderable success aS an accessor\ for 


bar rooms, home romp rooms and 
other areas where time flies when vou 
wish it would crawl. (In case your 
reflexes arent working, DRAWKCAB 
spelled backwards. spells BACK- 
WARD. Savvy?) 

Alvin J. 
jeweler, changed the big wall clock in 
his store into a DRAWKCAB KCOLC 
by the do- it- yourself method. \ 


skilled clock-maker. Al fixed the hands 


so they'd move counter clockwise: and 


Lantz. Colorado Springs 


repainted the numerals to run_back- 
wards, too. 

He says he went to all that trouble 
“to give the clock-watchers on my staff 
a bad time.” But. we hear. he’s neither 
surprised nor annoyed to find that 
Lantz’s 


“crazy clock” attracts a steady 


stream of visitors—manvy of whom 


come to giggle and remain to buy. 


eo PLUS PLAY: Keeping your 
nose to the 


erindstone doesn’t 


make 
jewelry business. 

Witness Mark Herschede. president 
otf Frank Herschede Co. 
This tall. 


cessful 


necessarily for success in the 


of Cincinnati. 
robust and extremely suc- 
voung businessman (aged 41 ) 
has enough hobbies for full-time avo- 
cationing. 
friends 
He 
“big- 
the 


He plays the guitar-—joins 
for a jam session once a month. 
vets 


vachting on 


eolfs in the low 80's: his 
thrills” 
Great Lakes in his 52-foot boat. 

\lso. he’s 
high-powered <ets in his car. in his 
boat and at his Hyde Park home. He’s 
likely 


broadcasting 


Irom 


gest 


an avid radio ham—has 


to spend four nights a week 


from his home (which. 
incidentally. he shares with a wife and 
12). 


via short-wave. he played Cupid for a 


four children aged 4 to Once. 


37 








ARLENS 
MIRACLE 
PLANT 














Arlen Trophy Co., Inc., proudly announces removal to its 
new home in North Plainfield, New Jersey. With just as 
much pride, we the folks at Arlen, call our new plant— 


the “Miracle Plant’. It represents a dream come true! 


Here in North Plainfield 68,000 square feet of space has 
been converted, with the magic wand of scientific planning, 
into a wonderland of automatic, precision manufacturing of 


the world’s largest selection of trophies and practical awards. 





Automatic plating machines; new, consistent standards of 
“Rich-Glo” gold tones; traveling belts; flow racks, assembly 
and shipping departments that are the essence of efficiency— 
these and many other features of our ‘Miracle Plant’? mean 
a great deal to every trophy dealer. 

The pre-planned efficiency has already been translated into 


even greater trophy and award values plus immediate ship- 





ment of all orders! Now, more than ever, it’s important for 


you to get the full Arlen progressive style leadership story! 


You are cordially invited to visit our beautiful and comfortable air-conditioned main offices 
and showrooms in our ‘Miracle Plant’’. It’s “open house’’ throughout the year at Arlen. 


RLEN TROPHY CoO., inc. 


68 Brook Avenue, North PLainfield,N. J. * MAin 5-4630 + PLainfield 7-4500 


WORLD'S LARGEST SELECTION OF TROPHIES AND PRACTICAL AWARDS . .. From a Sport ‘Oscar’ to a Championship Trophy. 
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sailor in Antarctica whose sweetheart 
lived in Kentucky. Kept the romance 
alive during eight months of “Deep- 
freeze” duty. . 

Where does the jewelry business fit 
in with all this outside activity? Right 
in the middle. Because of his hobbies, 
Herschede can bring a fresh mind, 
fresh ideas to his job at the “shop.” 
He's the one who plans advertising 
campaigns, supervises the sales force, 
(nd 
the one who designed the handsome 
Herschede’s 


buys the finer diamonds. he’s 


interior of remodeled 
downtown store. not just from a 
plush office, either. 

“| spend about eight hours each 
week waiting on customers,” he says. 
“You need to keep checking this op- 
eration from. the 

\dd up to a formula for success? 


grass roots level.” 


i Mipas ToucH? A member of 
Parliament in England objects to 


his Government’s part in a hot dog 
A gold-plated hot dog, that is. 

It was sent in a roll—also gold- 
plated—by makers of the 
U.S. to manufacturers of sausage in 
Sort of a “We're-all-in-it-to- 
vether” gesture, one assumes. 

The Midas-touched frankfurter was 


deal. 


sausage 


Britain. 


in care of the UL. S. Em- 
bassy in London. Officials there passed 
it on to the Minister of Agriculture, 


who handed it to his Parliamentary 


addressed 


secretary, who arranged a_presenta- 
tion ceremony at the Ministry. 

Meat of the matter (not 
plated) is that a Laborite MP wants 
to know 


eold- 
why his Government got 
mixed up in the deal. And he’s in a 
challenging mood. (He’s thinking. 
maybe, some British goldsmith could 
have cast a “tastier” weenie? ) 
fe BETTER OR FOR WORSE: Strange 
how a custom can take fast hold of 
civilizations. Some 
marriages were made 
too—without so 
thought to wedding rings. But now: 
In Budapest, Hungary, the supply 
of rings can’t meet the demand—a 
situation that’s called for government 
action. Young couples line up when 
word spreads that a jeweler has a new 


centuries ago. 


solid 


much as a 


sxood 


ones, 


consignment. Unlucky late-comers beg 
or borrow rings from their friends 
and relatives—or postpone the nuptial 
day! 

In Bridgeport, Conn., you even need 
a ring for getting un-married. Re- 
cently a judge refused to hear the case 











"You've never liked Eunice much—why don't you 
send her six lemon forks?" 


of a would-be divorceé when she 


showed up in court minus her wed- 
ding band. He relented, though, when 
she tearfully explained she'd lost it 


when “I it at him during a 


threw 


quarrel. . 

In London, we hear, a jeweler is 
promoting a third “must” for that 
third finger of the left hand—a ring 
to denote motherhood. 

Well, the more insistence on rings 
the merrier for the jewelry trade. 


See HER TO 
steel—that’s 


sive the zealous suitor or worried hus- 


hunks of 


might 


YOU with 


advice you 


land in search of an appropriate gift 
for his loved one. 

\ California jeweler has developed 
a formula for making plastic steel 
OO per cent steel and 20 per cent plas- 
tic—which he fashions into amusing 
pendants such as a section of brick 
vall adorned with a fragment of 
ancient Mayan pottery. Neat trinket 
lor wordlessly expressing a love that’s 


strong and timeless. 


Sirrves A Japanese manufacturer 
is marketing singing cigaret light- 
tiny ones which, when flicked. 
play The Blue Danube Waltz, Jingle 
Bells, Smoke Gets in Your Eyes. 

\ London jeweler opened his safe one 


ers 


Monday morning. discovered his cup 
for 
one signet ring from his display Win 
dow. Attached the 
week-end youl 


passport in the safe 


board was hare of Genis except 


was a note from 
“We 

and noticed that 
Heres a little 


wishes! . . . In 


visitors: found 
today is vour birthday. 
oft our best 
the Iron Age city of Hasanlu. Iran, a 
solid cold bucket clutched by a 2.500- 
vear-old skeleton up. Al- 
though crushed flat by earth, it 


and 


due 
the 


golden 


Was 


“was shining in splendor,” 
writes the archeologist. “as only gold, 
our one non-corroding metal. can do.” 

\ woman walked W allace 
Furman’s shop in Orleans. Mass., the 
other day to look at a piece of silver. 


Wallace told her. 


she. “I want 


into 


“That's sterling, 
“Won't do,” 


silver. 


said solid 





James F. Wilson is general 
sales manager for 
Lenox, Inc., Trenton, N. J. 


Fine China Belongs 


in Jewelry Stores 


by James F. Wilson 


—the profit picture is more attractive 


than ever if the staff knows how to sell it 


® Now Is THE TIME for jewelry stores to sell fine 
china. Why? Because it is an attractive jewelry store 
line which offers a good profit based on stable prices. 

Obviously. the jeweler is the person to whom an 
engaged couple comes when looking for an engagement 
ring. They come back for a wedding ring. The jeweler 
has a chance to sell the couple gifts for the wedding 
party. It is a logical extension of bridal service for the 
jewele! to offer not only silverware but also crystal and 
fine china patterns for the bride’s consideration. 

The selling of fine china dinnerware is a profitable 
business for the jeweler. It is a big ticket item. The 
customer will return again to supplement her basic ser- 
vice and to replace broken pieces. A bridal registry 
service will bring the bride’s friends to the store for 
wedding gifts and this additional trafic can be con- 
verted into more sales. 

But if your store is to offer fine china dinnerware, 
it must sell it in the same way it sells other expensive 
items. A person who comes in for a diamond ring 
exper is expert advice in his purchase. So does the person 
who comes looking for fine china. Your sales force 
should be as well prepared to explain the fine points 


of china as it is to describe the intricacies of diamonds. 


The best argument for taking the time to train a 
competent sales force in your china department is 
profit—because fine china dinnerware prices do contain 
a good margin for the jeweler. Furthermore, and even 
more important these days, these prices are carefuily 
maintained by the manufacturer. Lenox, for instance, 
does not use Fair Trade agreements. We prefer to 
protect the jeweler’s profit by carefully maintained price 
policies arranged directly with him. Many other com- 
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panies in the fine china field have the same policy. 

If you decide to install, or to reinstate, fine china as 
an important part of your service to the public, what 
should you do about sales training? Here are some 
questions to ask yourself about your salesmen: 

© Do they have a good general working knowledge 
of how china dinnerware is made? 

® Do they know the difference between the various 
types of earthenware and fine china dinnerware? 

© Do they know what patterns are being offered by 
the various lines in the field? 

® Do they know the value and good sense of trying 
to “trade up” a customer to a fine china service? 

® Can they demonstrate to customers what it is that 
makes fine china dinnerware beautiful and durable? 

If your salespeople can’t answer these questions, 
just call any representative of any company selling fine 
china. He will gladly supply you with material to 
thoroughly educate your salespeople on every phase of 
the china story. 

In brief, here are 11 techniques which, if used 
regularly, should increase your sales of fine china and 
up your profits: 

© Demonstrate translucency. In general, the finer the 
china, the more translucent it will be. Hold a plate up to 
the light with your hand behind it. The shadow of your 
fingers should be easily visible. 

© Show the edges of the cup or plate. Rough, warped 
or wavy edges are a sign of poor quality. A stack of 
plates should have equal spacing between the edges. 

© Show the back of a piece. It should be as clear 
and perfect as the front with no pinholes in the glaze 
or body; no splotches, marks or other imperfections. 
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Informed sales people, who can explain why fine china 


is worth the cost, boost a store’s sales—and profits 















































© Explain about the glaze. Hold the plate so that the 


light reflects from the olaze. It should be perfectly 
smooth, with no waviness, pools or bumps. 

© Examine the color. It should be clear. In fine china. 
“tattle-tale grey’, muddiness or a blue-white color is a 
sign of poor quality. 

© Talk about shape and size. Ask the customer to 
visualize the plate with food on it. Cup handles should 
be big enough for a man to hold easily. Each piece 
should be well balanced and_ proportioned. 

© Show the patterns and trim. The gold or platinum 
should be smooth and even, without breaks or imperfec- 
tions. 

© Explain about price. The price of fine china is 
mainly the result of the handwork that has gone into it. 


Explain to the customer that quality craftsmanship 


worth paying for. 

® Explain your bridal registry service. Show how 
can avoid duplication in wedding gifts. 

© Wake it clear that fine china is a lifetime purchase. 
Try to dissuade the customer investing a lot of 
money in a “fad” or “compromise” china, Compromise 


from 


china is useful as everyday ware. But you will do your 
store and start her off 
with fine china to which she can add as she goes along. 

© Sell “open stock.” In the case of a customer who 
can only afford a starter service this is particularly 
important. Don’t forget that each time she returns to 
your store for additional pieces she will be a prospect 


vour customer a service if you 


for other merchandise. 
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IS THERE 
MONEY IN 
MELMAC ? 


Judge for yourself—from 
what these 2000 home- 
makers say. One-fourth 
of America’s 50 million 


families have acquired 


the new plastic dinner- 


ware during the past few 


years 


Suitable for buffet party or everyday, this 
is Branchell’s “Tip Top” pattern. 
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@® YOU MAY HAVE THOUGHT about adding lines of 
Melmac to your china and earthenware depart- 
ment. Yet you’ve wondered whether it really is 
“going over’’; who buys it and why; whether 
stocking it would be in harmony with the char- 
acter of your store. 

The answers to these questions, and many more, 
are contained in “The Consumer Market for Mel- 
mac Dinnerware,” a study conducted last summer 
for the American Cynamid Co. by Daniel Starch 
& Staff. Nearly 2,000 homemakers living in 76 
sample areas throughout the nation were inter- 
viewed to get a picture of this market. Of them 
493 already own some Melmac. Since interviews 
were scientifically selected to represent all home- 
makers in the country, this means that about 25 
per cent of all American families are Melmac 
owners. 

The questions these people were asked and a 
digest of their replies may help you make up your 
mind about the advisability of handling this new 
product. 


Question: Who are the owners of Melmac? 


Answer: Young families. Half of the housewives 
owning Melmac are under 35. A little more than 





STILL 
TO BE SOLD 
375 MILLION 


The market potential. Each column shows, in millions, 
the number of families in the various income brackets. 
Solid black shows families owning Melmac in 1956; shad- 
ing shows families which bought Melmac in last two 
years; gray shows families still to be sold. 





half of the owners are in the $4000 to $7000 in- 
come bracket. These families are likely to be 
large ones, with some small children. The aver- 
age owner family has slightly more than four 
members. Twice as many Melmac owners as non- 
owners regularly serve six people at meals. 


Question: Are the owners educated people? 


Answer: Six out of ten are high school gradu- 
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ates and three out of ten have college education. 


Question: Where do they live? 

Answer: Nearly half of the owners live in cities 
of 150,000 population and over; 12 per cent live 
on farms. Otherwise they are scattered through- 
out the country in towns, small cities and rural 


areas. 


Question: Do non-owners know about Melmac? 


Answer: Most of them. Seven out of 10 said 
they’d heard of it before the interview. 


Question: Where did these people—owners and 
non-owners—first learn about it? 


Answer: Some saw it in department store and 
supermarket displays; others learned about it 
from friends or from advertisements in news- 
papers and magazines. 


Question: How did owners acquire it? 


Answer: The largest group (39 per cent) bought 
it themselves, mostly from department stores. 
(A mere 214 per cent bought it in jewelry stores.) 





RECEIVED 
AS GIFT 


HAVE GIVEN 
AS GIFT 


DEFINITE PLANS 
TO GIVE 
AS GIFT 


Gift appeal. One-third of the women owning Melmac re- 
ceived it as a gift—and of these nearly a third asked for 
it. Many Melmac owners have given sets to other people, 
or plan to do so. 





One-third were given their Melmac—often be- 
cause they asked for it as a gift. 


Question: Are owners likely to have whole sets 
or just scattered pieces? 

Answer: Forty-two per cent of the owners have 
at least eight place settings and 32 per cent 
own complete sets. More than half of the own- 
ers, incidentally, acquired their Melmac during 
the last two years. 


Question: What about color and patterns? 

Answer: They seem to prefer mixed colors, in- 
stead of only one-color or decorative patterns. 
That is true of 65 per cent of owner families. 


Among those who have bought a second set, 68 
per cent chose mixed colors. 


Question: Do many owners like Melmac well 
enough to buy more? 


Answer: Three out of ten have bought more; 
most of them added to their original set. 


Question: Have they found any difference in 
quality between the first set and recent pur- 
chases? 


Answer: Apparently. Half of those who bought 
pieces last year say the new Melmac is “better.” 
“It’s heavier and looks more like china than the 
first ones I had,” is a typical remark. “Doesn't 
stain as easily.” ... “patterns are prettier.” ... 
“T like the solid color. It seems newer; not like 
plastic.” 


Question: What is there about Melmac that makes 
these people want to own it? 


Answer: First and foremost, it’s durable. It 
doesn’t break easily and it doesn’t chip, “good 
qualities when there are children in the house.” 
That answer came from nearly 86 per cent of 
owners. Next most frequent reasons for liking 
it were: its color and the fact “it’s economical.” 
Also mentioned were Melmac’s style and design, 
weight and size, and the fact it’s guaranteed. 


Question: How often do owners use their Mel- 
mac? 

Answer: A large majority—86 per cent—use it 
every day: for breakfast (87 per cent); for 





USE MELMAC 
EVERY DAY 


HAVE 
RECOMMENDED 
TO FRIENDS 


WOULD BUY MELMAC 
iF BUYING ANY KIND OF 
DINNERWARE TODAY 


PLAN TO BUY 
MORE MELMAC 


How owners like it. Most of them use their Melmac every 
day, and have advised friends to get it. Nearly half of 
the owners plan to buy more Melmac. 





dinner (84 per cent); for lunch (83 per cent) ; 
for late snacks (65 per cent); for picnics and 
outdoor meals (47 per cent). (Turn to page 73) 
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Sandawana emeralds, from the new 
mine in Rhodesia, have exceptional 
clarity and color. These stones, just 
beginning to appear on the American 
market, are easily identified by their 
hair-like inclusions. At left, you see 
a calibre stone magnified 30 times; at 
right, magnified 70 times, the inclu- 
sions appear as glistening white 


needles. 


® COMPARATIVELY LITTLE JEWELRY set with small 
emeralds is found on the market today, because 
emerald calibre has been scarce for many years. 
The advent of the Chatham stones partly solved 
the green stone problem, but Chatham’s stones 
still aren’t completely accepted by many top 
designers. 

The past few months, however, have seen a 
new emerald development of possible importance. 
Plans are under way to market emeralds from 
a recently discovered deposit in Rhodesia known 
as the Sandawana Emerald Mine. 

This needn’t worry the jeweler who carries 
a large stock of colored stones. It is most un- 
usual for values to tumble as the result of new 
discoveries in gem fields—or in science. For ex- 
ample, nature is probably as niggardly with dia- 
monds in Russia as in Africa. In both places dia- 
monds are thinly spread and the same amount of 
backbreaking work is required before they add to 
man’s hoard. Despite tales to the press, Russian 
diamonds seem to have alarmed buyers less than 
General Electric’s man-made industrials. Cer- 
tainly, Russian diamonds have entered the market 
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Emerald Calibre 


on no discernible scale, at any rate, not yet. 

So, Rhodesian emeralds should occasion no 
alarm. The few stones of real merit recovered 
so far are small and costly. Being predominantly 
calibre, they may give the emerald market a 
good shot in the arm! 


Small—but of Superb Quality 

Since the new find produces easily identifiable 
stones, the selling name, Sandawana Emeralds, 
has been given them at the suggestion of Dr. E. 
Giibelin of Lucerne. Many of the stones are of 
superb quality, quite different from the long- 
known Transvaal stones. The latter “African 
emeralds” have always been regarded as_ too 
“black”; the finest ones have only moderate 
quality. Some of the Transvaal crystals are large 
and showy but of negligible worth. The Sanda- 
wana rough, on the other hand, looks most un- 
promising—giving no indication of what lies 
within. (See picture page 57.) 

Sandawana emeralds have a rich, wonderful 
vellow-green color. The best approximation of 
their green is the old glass imitation sold as 
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Returns to Market 


by Dr. Frederick H. Pough, Gem Consultant to JC-K 


“Spanish emerald.” The largest cut in the U. S. 
to date is 114 carat. It is priced as high as any 
emerald known in this size—and rightly so; for 
it is surely in a class with fine gems. Even the 
small, calibre, sizes—and most of them are small 
—are intensely colored. 

The rough, brown-skinned or brown-seamed 
crystals don’t even make good mineral specimens. 
The first dealers to whom they were shown de- 
clined the privilege of handling them, for they 
looked so hopeless. This explains the long delay 
in marketing—the discovery is over two years old. 


Luck and Persistence 

The history of the Sandawana discovery in- 
cludes the usual anecdotes of luck—and a lot of 
intelligent, old-fashioned plugging away at a lead. 
Vulcan Minerals, Ltd., parent company of Sanda- 
wana Emeralds, is a partnership formed by two 
Rhodesians, L. J. Fontat and C. J. Oosthuizin. 
After some years with the Rhodesian Geological 
Survey, the two joined forces to search out and 
mine rare minerals—columbite, beryl, scheelite, 
and the like. In prospecting for beryl they turned 
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up some small unlikely-looking green crystals. 
Appreciating the potential of a good emerald find, 
the partners had their native helpers search for 
more. Eventually a concentration of brown-green 
crystals was uncovered in not much over an acre 
of ground; and a mining claim was secured. 

Because of the rough exterior and thorough 
flawing of the crystals, little progress was made 
in marketing arrangements for some. time. 
Eventually a packet of stones came to the United 
States. One New York firm took the trouble to 
cut out some beautiful little stones, which gave an 
inkling of the mine’s potential. D. E. Mayers then 
undertook the organization of Sandawana Emer- 
alds, S.A. to market the stones on a world-wide 
basis. Eldot & Co. did the American cutting and 
handling. 

This organizational work was not without its 
complications, for the Rhodesian government 
decided that precious stones should have special 
treatment under mining laws. So Rhodesia set up 
a Precious Stone Board to control the mining and 
sale of the emeralds. They fenced in the deposit, 


(Pls (1N¢é hurr ta page 56H) 
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Here are a few highlights from JC-K’s 
33rd Annual Review of the Diamond In- 
dustry. As usual, the complete unabridged 
report will be of major interest to everyone 
seriously interested in the diamond busi- 
ness. The entire study is available in book- 
let form at $1 a copy from The Jewelers 
Circular-Keystone, 56th and Chestnut Sts., 


Philadelphia 39, Pa.—The editors. 











A Yardstick for Your Diamond Sales 


Survey shows that engagement rings account 


for 75 per cent of the average jeweler’s diamond business; 


$213 is the most popular price; and 41 points is 


the most popular size for center stone 


hy Dy. 7, O1r‘ge Savit ae 
Curator of Mineralogy & Petrology 


Smithsonian Institution 


® THE YEAR 1957 was the most prosperous ever 
for the diamond industry. Sales of gem and in- 
dustrial diamonds set a new all-time record. Net 
sales of diamonds effected through the Central 
Selling Organization on behalf of South African 
and other producers amounted to £76,772,112, ex- 
ceeding by £2,483,417 the previous record total 
of £74,288,695 established in 1956. Total world 
sales of diamonds, including independent pro- 
ducers outside the De Beers group, is estimated 
to have been approximately £78,000,000 ($218,- 
000,000). 

Sales of gem diamonds by the Central Selling 
Organization amounted to £52,818,096, while sales 
of industrials came to £23,954,016. Correspond- 
ing figures for 1956 were £50,253,946 and £24.,- 
034,749. 

World production of diamonds in 1957 was once 
again the highest on record. Total production 
amounted to an estimated 26,400,000 carats, a 
gain of more than 3 million carats over the pre- 
vious year. Of the 1957 total more than 20 million 
carats were of industrial grade. 


Trends in Retailing 


Trends in the retailing of diamond jewelry in 


the United States were once again investigated 
by an independent research organization for N. 
W. Aver & Son, Inc. Object of the study was to 
measure consumer preferences in diamond 
jewelry. The information was obtained through 
detailed personal interviews conducted during 
January, 1958, with 125 retail jewelers in cities 
of varying sizes. 

After two successive years of increasing vol- 
ume, jewelers experienced an overall decline in 
sales volume in 1957. Almost 40 per cent of the 
jewelers interviewed reported a decline in total 
store sales in 1957, while only one in four noted 
an increase. Although diamond jewelry sales also 
shared in the general decline, the decrease was 
less marked than for total store sales. Diamond 
engagement ring sales showed the least decline, 
and were only slightly lower in 1957 than in 1956. 

While dollar volume of jewelry sales declined 
slightly in 1957, the drop was not as marked as 
that experienced for total store sales, and, by 
inference, for non-jewelry items. In view of this, 
jewelry sales were presumably a more important 
part of total store sales in 1957, representing over 
three-quarters of the average jeweler’s total dol- 


lar volume. 
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Diamond jewelry sales in 1957, the sales de- 
crease notwithstanding, kept pace with the in- 
creased sales importance of all jewelry items, rep- 
resenting, as in 1956, about two-fifths of jewelers’ 
total jewelry sales. 

The jewelers surveyed were less optimistic 
about sales of diamond jewelry for 1958 than they 
had been for the past four years. Only 15 per 
cent of the jewelers expected an increase in dia- 
mond jewelry sales in 1958, as compared to be- 
tween 51 and 44 per cent forecasting increased 
sales for 1955 through 1957. Moreover, the pro- 
portion of jewelers anticipating a decline in sales 
volume was greater than in any previous survey 
year, with the exception of 1954. 

A comparison of predicted and actual changes 
in sales of diamond jewelry continues to indicate 
that jewelers have a tendency to avoid extremes. 
This results in a large proportion of jewelers re- 
porting “no change”’ when actually minor changes 
in sales volume may be expected. Since 1955, 
jewelers have been over-optimistic in forecasting 
diamond jewelry sales. 

As in the past, true engagement rings continue 
to be the most important item in diamond sales, 





Diamond industry prospers, reports Dr. George Switzer 
of the Smithsonian Institution, this article’s author. 





representing 62 per cent of the jewelers’ diamond 
unit sales. Anniversary rings and deferred en- 
gagement rings are next in relative sales impor- 


tance, accounting collectively for another 23 per 
cent. 

True engagement rings, deferred engagement 
rings, and anniversary rings continue to be the 
predominant occasions for the purchase of dia- 


monds two carats or larger. In contrast to earlier 
surveys, over half of the respondents reported 
currently having an inventory of diamonds two 
carats or larger. 

Diamond engagement rings, wedding rings, and 
dinner rings appear to have become a more im- 
portant part of jewelers’ total diamond jewelry 
sales during 1957. Women’s diamond watches, 
pins, and bracelets have declined in relative sales 
importance, while diamond earrings sales re- 
mained about the same as last year. In the men’s 
jewelry group, diamond cuff links and lapel em- 
blems declined in importance, while rings reflected 
about the same position as last year. 

Although adequate quantities of diamonds were 
available during the last six months of 1957, 
jewelers still reported that shortages existed in 
larger size diamonds of fine quality. Shortages 
in one carat-plus diamonds seemed more acute in 
1957 than in the past five years. 

In 1957, dollar sales of diamond engagement 
rings accounted, on the average, for 75 per cent 
of jewelers’ total diamond sales. The median size 
of the center stone set in diamond engagement 
rings sold by responding jewelers in 1957 was 
approximately 41 points. Jewelers reported that 
the most popular price for a diamond engagement 
ring in 1957 was $213, excluding Federal tax. 
This represents about an eight per cent decline 
from the median price of $231 reported in 1956. 

Diamond-set wedding rings increased in rela- 
tive sales importance for the “average” jeweler 
in 1957, accounting for 35 per cent of his total 
wedding ring sales, as compared to 29 per cent 
in 1956. Jewelers reported that the most popular 
price paid for standard width wedding rings was 
$92 in 1957. This represents a slight increase 
over the $86 reported in 1956. The most popular 
price paid for wide wedding rings also increased 
in 1957, reaching a three-year survey high of 
$143. 

Given below are the average retail prices for 
1957, as quoted in De Beers advertisements. 


Diamonds in Fashion 

It was a year for large, fine stones worn as 
pendants on necklaces. One 426-carat rough was 
cut and the principal gem, a pear of 130 carats, 
was sold in the same year. The 29-carat golden 
pear called “Flame of Gold” which had won a 
necklace prize in Diamonds - International] 


Average retail diamond prices during 1957 


DATE Median » carat Median 


14, carat 


1 carat 


Median Median 3 carat Median 


2 carat 





Jan., 1957 . $90-250 $12: $205-506 $320 
April, 1957 90-200 125 225-45: 325 
July, 1957 . 100-240 130 235-5 330 
Oct., 1957. 90-205 130 5 320 
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$600-1210 
635-1200 850 
625-1230 875 
990-1200 865 


$2275-6545 $3635 
1410-3300 2205 2385-6365 3750 
1365-3410 2250 2500-5910 3636 
1400-3180 2225 2500-6820 3680 


$850 $1300-3500 $2180 
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A YARDSTICK FOR YOUR 
DIAMOND SALES (continued) 


Awards, became the Christmas gift of a stage 
star. The great Tiffany diamond was finally 
mounted as a pendant on a riviere of 55 brilliants, 
and a special social occasion—the Tiffany Ball 
in the Vanderbilt mansion at Newport — was 
designated for its debut. Mrs. Sheldon White- 
house, honorary chairman of the ball, was the 
first person in history to wear the Tiffany and the 
resulting press publicity gave fresh stimulus in 
the continuing campaign to associate diamonds 
with social prestige and high fashion. 

Queen Elizabeth II of England had some im- 
portant revisions made in her famous diamond 
collection before her visit to Paris in the spring 
of 1957. In the fall however, her Canadian-Wash- 
ington tour was a “blaze of glory” in the literal 
or diamond sense. The Queen wore more than 
30 pieces of diamond jewelry and The New York 
Times reported that “nothing flashed as brightly 
as the diamonds of the Queen’s tiara. Even on 
the television screen, the radiance showed up like 
a fiery blur.”” Through a carefully researched and 
accurate publicity service to the press, the Queen’s 
diamonds were written up and illustrated in 
Sunday magazines, newspaper features and day- 
to-day reporting on the tour. On certain days, 
press correspondents received special bulletins 
describing both the jewels and the gown for state 
functions. 

A fashion “revolution” which had been build- 


ing up in Paris tor several years arrived full-scale 
in the United States. Called the chemise (shirt) 
line or the trapeze, the new styles demanded much 
longer necklaces and chains. In real jewelry, the 
impact is still mounting slowly. 

The silhouette of jewelry continued soft, 
shadowy, irregular, like a feather or flower. De- 
signers claim that diamonds cut with curved sides 
such as the marquise and pear are more useable 
for such patterns than the more severe emerald 
cut or baguette. The marquise is becoming known 
and liked, especially for engagement rings. 
Baguettes still make any piece of jewelry look 
modern but big emerald cuts continue to be 
mounted as rings rather than featured in clips, 
brooches, or earrings. 

Diamonds mounted in yellow gold, especially 
when the metal was engraved in so-called Floren- 
tine finish, continued strong. This vogue was even 
seen in bridal rings. 

Teen-age marriages increased; nearly 55 per 
cent of the brides were under 20. This trend 
heightened some problems in diamond engage- 
ment ring sales and stimulated efforts to create 
designs that would give the appearance of im- 
portance to stones of modest cost. 


World Production 


Accurate figures regarding world production 
of diamonds are not available for all countries. 
In the following table showing world diamond 


(please turn to page 55) 


WORLD PRODUCTION OF DIAMONDS, 1954-1957, IN METRIC 
CARATS (Including industrial diamonds) 





1954 


1955 1956 





Africa: 
Angola 
Belgian Congo 
French Equatorial Africa 
French West Africa 
Ghana (Gold Coast) 
Sierra Leone 
South West Africa 
Tanganyika 
Union of South Africa: 
Lode 2,544,305 
Alluvial 314,000 
Brazil 200,000 
British Guiana 30,073 
Venezuela 96,983 
Other countries 5,000 
Grand Total — 
(Round Figures) 20,440,000 


721,607 
12,619,378 
152,529 
216,000 
2,135,141 
398,608 
683,536 
326,009 


| Pipe mines under De Beers control, but including 22,300 carats from De Beers alluvial diggings at Kleinzee. 


13,041,487 


2,276,631 


2,276,894 


740,035 864,37 
14,010,461 15,646,722 
145,837 109,451 
389,880 400,000° 
2,127,000 3,124,821 
1,427,000 2,000,000° 
969,984 979,544 
358,717 390,971 


743,378 


) 
9 


136,900 
318,450 


930,000 
797,207 


325,025 


2,238,436’ 
310,000 300,000 300,000° 
200,000 300,000 200,000* 
33,298 29,816 29,037 
141,147 93,834 122,598 
5,000 5,000 10,000* 


2,235,019 











21,540,000 


23,130,000 26,400,000 


2 Includes an estimated 100,000 carats from the State Mines of Namaqualand. 


3’ Estimated. 
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THAIS 
INFORMATIVE 
DIAMOND 
BOOKLET 


promotes your diamonds 


helps you make sales 


Order a supply now... 


for mailing...for counter giveaways 


31 pages of fascinating, informative reading. 
“The Day You Buy a Diamond” tells the story 
of the diamond’s origin and significance, gives 
important pointers on choosing a diamond. 


Directed particularly to young people about 
to buy an engagement diamond, it helps you 
promote your diamonds continuously in this 
ever-changing market. Jewelers say it’s one of 
the best selling aids they've ever used. 


Order an ample supply and keep this booklet 
working for you. Use it for bill enclosures. Have 
stacks on your counters for prospective cus- 
tomers. Plan special mailings to young people 
...high school and college seniors and club 
sroups, for instance. 

Cost is $7 per hundred. For your imprint, 
add $3.50 for first hundred and $1.25 for each 
additional hundred. Order from Diamond Pro- 
motion Dept., The Reuben H. Donnelley Corp., 
230 East Sandford Blvd., Mt. Vernon, N. Y. 


Please enclose check or money order. 


Tie in with the National Diamond Promotion—keep diamond sales coming your way 


De Beers Consolidated Mines, Ltd. 














SKETCH A 


“Lots of choice, here!’’: An eye-compelling display of china patterns fills 
the background. Plates may be suspended against the wall with plate 
hangers, or placed on stands in individual, shallow shadow boxes. Stem- 
ware stands on individual cylinder elevations grouped between the rows 
of plates. Extra pieces such as tea sets, cups and saucers, meat and 
vegetable dishes are arranged on the two step elevations in the foreground. 
A floral centerpiece adds interest. Copy ribbon extends across the back- 
ground under the top row of plates. If you hang the plates against the 
background, use painted lattice or colored ribbons to frame the patterns. 


—ery ( emt 
So As 


wre 


SKETCH B 


“Everything for the table—to match’’: Rectangular elevations of various 
sizes support ensembles of china and glassware. Additional groupings are 
shown on the window floor on rectangular pads. A floral arrangement 
centers the window and a framed copy panel hangs against the back- 
ground. Silver candlesticks, salt and pepper shakers, compotes and other 
occasional pieces as well as silver flatware may be included. In that case, 
the copy would suggest harmony in design of china, crystal and silver. 
Cover elevations and pads with three colors which pick up tones in 
the china patterns. 
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by Virginia Dixon 


4 windows 


THAT SELL 
CHINA, GLASS 


You can whet the desire to 
own fine china, glassware 
and silver with window dis- 
plays that say ‘‘we have va- 


riety, match-mates and a pay- 


ment plan for any budget”’ 


® DISPLAYS OF CHINA AND GLASS- 
WARE in the jewelry store 
shouldn’t present problems. This 
merchandise is colorful and at- 
tractive and can be coordinated 
with silverware. If you pur- 
chase the three lines of merchan- 
dise — dinnerware, glass and 
silver — to complement each 
other in period and pattern, 
you’ll have ready-made _ table 
settings and showcase group- 
ings. 

Two promotional ideas are il- 
lustrated here: Sketch A em- 
phasizes the variety of patterns 
available in your store. Sketch B 
shows the importance of choos- 
ing patterns in harmonious en- 
sembles. 


(turn page for more ideas) 
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Creativity, combined with experience and = 
ae manufacturing know-how is constantly at work in : 
——— the magnificent, new Tessler & Weiss plant. a 









































= Your wholesaler caters to your every need through ———— 
the application of these unique facilities. Sonera aceon 


Sessile Weiss, Src. = 
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windows that dramatize a budget plan 
and patterns for any home decor (concluded) 


SKETCH C 


SKETCH D 
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“A set for every budget’’: This shows the number of pieces which can be purchased 
for a particular sum and how to plan so as to gradually increase the family’s enter- 
tainment facilities. The top left hand elevation shows enough pieces for ‘‘Supper 
for Four.’’ Enough pieces have been added to the second elevation to serve ‘‘Luncheon 
for Six."’ The third grouping brings the possibilities up to ‘‘Dinner for Eight’’; while 
the final grouping on the window floor suggests ‘‘Dessert Bridge for Twelve.’’ Cards tell 
price of each grouping. Patterns available through this budget plan are shown on the 
window floor display at left. Add glassware to the display if you wish. 


“The right pattern for each home’”’: Enlarged photographs or sketches of houses make 
the background for three large shadow boxes in which china and glassware are dis- 
played. Arrange place settings in foreground and put other merchandise on floor. The 
copy panel suggests that this store carries patterns to harmonize with any home decor 
Use photostatic enlargements of photographs or drawings clipped from home furnishings 
magazines. You'll give full credit to the magazines, of course. Photostats can be hand- 
colored. But the black-and-white print makes a better setting for colorful china. BH & 






































..-An Open Letter 





Smperial iz anal Syndicate Be 


New York Chicago Detroit Los Angeles Tokyo 
681 Fifth Ave. 5 North Wabash Ave. 914 Michigan Theatre Bldg. 607 Hill St. 2,3-Chome, 
Yotsuya 
Shinjuka, Ku 


December 1, 1958 
Office of the President 


To America’s Progressive Jewelers: 


We are happy and proud to announce that, under our admin- 
istration in 1958, Imperial has broken all previous sales records. 
Certainly, we received a great deal of personal satisfaction from 
this but what is more important to you is that Imperial Franchised 
Jewelers have sold more and made more profit from Imperial 
Cultured Pearl Jewelry in 1958 than ever before. 


Does this mean we have reached the peak? Certainly not! 
Our continuous sales growth throughout the years points to another 
record breaking sales year in 1959. 


We here at [Imperial are doing many things to assure this. First 
of all we are extending our line .. . making it larger . . . giving you 
a more complete selection of the world’s most wanted necklaces 
and jewelry—and a wider price range. Secondly, Imperial Cultured 
Pearls will be backed by more national advertising in 1959 than in 
any two previous years combined. In addition, the new year will 
bring new exciting, pre-tested sales stimulating promotions. This will 
mean more sales, additional store traffic and increased profit for you. 


For your co-operation in our achievements we are deeply 
crateful. We pledge that, as in the past, Imperial Cultured Pearls 
will be sold only through legitimate retail channels. 


We would like to take this opportunity to extend our hands 
and wish you a Happy and most Prosperous New Year. 


Cordially, 
IMPERIAL PEARL SYNDICATE, INC. 
* Sidney A. Weiss, President 

* Hans G. Clapper, Vice President 


* Herman Goldberg, Treasurer 
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@ SOO\, EMPLOYEES at War- 
wick Jewelers in Media, Pa., will 
have to dispose of 36 eartons that 
held Christmas cards. It will not be 
difficult: the town has a_ reliable 
trash collection system. 

The profit from the sale of these 
8.000 cards will not be difficult to 
dispose of either. jokes owner W. 
Stanley Warwick, nor will the 10 
per cent additional profit in giftware 
sales that came as a direct result of 
carrying greeting cards. 

Warwick had long felt that greet- 
ing cards would be_ profitable in 
their own right. In addition, they 
would help overcome people’s initial 
hesitation to enter a jewelry store 
by giving them an excuse to come 
in. There wasnt enough room for 
the racks at his Chester store. But 
when he opened a branch in near-by 

Looking inside from the outside: All-glass front of Media last March. he installed 11 
Warwick Jewelers lets passersby see cards in rear. card racks in the rear. 


The rear of the store turned out 


to be the best place. because card- 
MAKE GREET] NG buying customers have to pass every 
eye-catching display on the way to 


CARDS YOUR the cards. Result? More gift-buy. 
ing customers. 

The set-up has other benefits. Now 

DRAWING CARDS theres no need for a shopper to 


make another stop in the stationery 


by Mary Zook store for cards or a package of gift- 
wrapping paper. (Yes, he carries 
that. too. Just step to the rear 
please. } 

Thinking of putting greeting cards 
in your store? Warwick offers this 
advice: 

Stock brand-name cards and use 
your regular Keystone markup. Get 
the benefit of national advertising. 

Feature “studio” or “contem- 
porary cards—those big, humorous 
cards that are currently enjoying 
great popularity. 

Once you have a greeting card 
department don’t worry about it. It 
will take care of itself, Warwick 
says. 

A wise and salutary neglect, it 
turns out. His greeting card depart- 
ment has been so successful War- 
wick has hired a special clerk to 

Racks in rear: Card department in rear doesn’t detract from jewelry handle it. And he had to install an- 
store prestige. Surrounding gift items are tempting eye-catchers. other cash register. aes 
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YARDSTICK FOR DIAMOND SALES (from page 48° 


production, figures received from official sources 
are given in most instances. Official figures from 
some countries, especially Sierra Leone, French 
West Africa, and Brazil are meaningless, either 
because exports are not made through official 
channels, or because of illicit diamond mining. 

Total world production during 1957 was once 
again the highest on record. It amounted to ap- 
proximately 26,400,000 carats, or about 3,270,000 
carats more than in 1956. 





If you want a copy of Dr. Switzer’s 
complete report, the latest annual en- 
cyclopedia of diamond production and 
distribution, ask JC-K for your copy 
of “The Diamond Industry in 1957.” 
Send check for $1 to Jewelers’ Circu- 
lar-Keystone, Chestnut and 56th Sts., 


Philadelphia 39, Pa. 














°°? FIFTH Aye 
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Available in Sterling Silver 1/20-12 K.G.F. 10K and 14K 


SOLD THRU LEADING WHOLESALERS 


AUTOMATIC CHAIN COMPANY 
PROVIDENCE ® RHODE ISLAND 


NEW YORK CHICAGO LOS ANGELES 








JEROME RICHHEIMES 


—GEms or | ' 
 ccenepeeeennannnemeeccneseintnneeenTeTT 
7 tHE MOOE SS: 


NEW YORK *° 


We are always interested in purchasing estates —or jewels which your customers submit to you for sale. 
- a 





EMERALD CALIBRE RETURNS 


(concluded from page 45) 


stationed CID guards around it and acted as if 
they had a deposit of incalculable worth. (No 
geologist could approve such behavior. Imagine 
the additional vicissitudes of the prospector’s 
life if such stultifying pettiness were prevalent 
throughout the world! We can excuse it only 
because of Rhodesia’s proximity to the South 
African diamond mines and the arbitrary regu- 
lations that beset the industry there.) 


Value of Mine Uncertain 

The actual value of the Sandawana deposit is 
uncertain. Press stories about offers that have 
been made and rejected are little more than press 
stories. According to reports, the owners feel 
that they were given this mine and must work it; 
that it was not presented to them just to be sold 
to the highest bidder. Only time will reveal what 
lies below the weathered surface and what the 
true worth of the deposit may be. Not many 
stones have actually been sold as yet; for Eldot 
& Co. is still building up a stock of sizes and 
qualities before offering them generally. 

Many of the rough crystals are completely 
coated with oxidized fibers of a white asbestos-like 
amphibole mineral. On the surface the fibers are 


changed to clay; but many of them actually pene- 
trate the crystals. There, preserved as thin white 
hairs, they dart sparsely through the clear gem 
material, and give the crystals and stones charac- 
teristic inclusions that make them unique among 
emeralds. (See pages 44 and 45.) The study of 
gemstone inclusions, by foreign laboratories in 
recent years, has made it possible to identify the 
origin of some stones that had lost individuality 
through cutting and through years of passing 
from hand to hand. For example, now we can 
definitely say which sapphire is Kashmir and 
which is Ceylon; which emerald is Muzo and 
which is Sandawana. 

In examining a lot of Sandawana stones we find 
the usual percentage with bad flaws, the “gar- 
den’; but the clean stones give an impression of 
unusual clarity. In these clear stones, particularly, 
we find the cobweb-like hairs. Similar needles, 
but usually in denser and more spreading clumps 
as “mare’s tails,’”’ are found in Uralian demantoid 
garnets (“olivines” to the trade). The distribu- 
tion of hair in the Sandawana stones is more in 
the manner of the rutile needles in Venus’ hair 
stone or “Fleches d’Amour.”’ 


How to Identify 
Sandawana emeralds will be easy to recognize. 
In addition to the inclusions and the comparative 




















Originally established 1866 


Formerly 
L. & M. Kahn & Co. 
and 
Jacobson Bros. Diamond Corp. 


A, 


, [nc. 


N DS 


608 Fifth Avenue, New York 20, N. Y. 


Telephone: ClIrcle 5-4313 
32/34 Holborn Viaduct, London 
Cable Address: “‘Redlace’’ New York 
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clarity of many of the stones, the distinctive color 
is a guide. The high refractive index—close to 
1.59—and relatively high density (not of much 
use with small stones if we do not have density 
liquids) are more like those of the short-lived 
Indian emeralds than the commoner Colombian 
stones. Nevertheless, double refraction with the 
approximate beryl! index shows them to be crystal- 
lized stones—and beryls. The ultra-violet light 
response is negative and the emerald filter re- 
sponse is nearly negative. But the expert with a 
filter, studying an assortment of stones, does get 
an impression of redness in the smoky gray of 
the deepest stones. 


Large Gems Unlikely 

Judging from the embedded and seamed 
character of the crystals, there is little prospect 
of really large stones being produced from the 
Sandawana deposit. Large and gemmy crystals 
must be plucked from open pockets in the rock, 
and embedded crystals can rarely develop large 
flawless areas. 

Even though we probably won't get any notable 
gems trom this deposit, we may well see a new 
vogue for pave jewelry in emeralds as a result 
of its discovery. This is an attractive prospect; 
for the new stones are truly beautiful. Incident- 
ally, the new deposit may increase the demand for 


Chatham’s stones, because a real vogue for emer- 
ald jewelry could not be satisfied by the Sanda- 
wana production alone. So, from every stand- 
point, the Sandawana discovery is notable. 

And the timid jeweler, who is afraid to carry 





Rough Sandawana emerald crystals surround fragments 
of cutting quality which have been picked loose. 





much stock lest prices fall, can be reassured. 
Sandawana prices for calibré are about the same 
as those we are accustomed to. But the new stones 
are richer in color than other calibré, and will be 
more plentiful than we have seen emeralds in 


recent years. ie 


The U. S. treasury department says the dollar 
bill will last for nine months. That’s a laugh. 


reetings _ 


(Tay your ‘Holiday Season be a joyous 


one, and may the year to come be 


pleasant and prosperous, bringing all 


good things to you and yours. 


CHURCH & COMPANY 


TRADE MARK 


REGISTERED IN 0.6. & CANADA 


Manufacturing Jewelers, 2 Garden Street, Newark 5, N. J. 


MEMBER 
AMERICAN 
GEM SOCIETY 








During that frantic week before Christmas, 


use these TIME-TESTED SELLING TIPS 


by H. E. Carroll 


® IT’S IRONIC that the most important business 
week of your entire year should come when you 
feel least like facing it. We refer, of course, to 
the week before Christmas. 

>y that time, you and your sales force are 
worn to a frazzle with the extra effort and long 
hours of holiday selling. You’ve been at it since 
Thanksgiving. 

So, now, you must brace yourself for the on- 
rush of eleventh-hour shoppers. They come in 
flourishing neglected gift lists. They buzz noisily, 
frantically, from counter to counter. They’ve got 
to get something somewhere. Christmas morning 
won't wait. 

It’s your now-or-never opportunity, too. These 
customers are sure-fire—for someone; until De- 
cember 25. After that, those particular sales are 
yone forever. 

How do you plan for such an emergency which 
you know is coming up? Decide on certain atti- 
tudes and courses of action. And plant them so 
firmly in the minds of your sales force that they’ll 
show through even when tired minds go blank. 


3 Tips That Make Sales 

We'd like to propose three techniques—time- 
tested ones—which should stand you in good stead 
when the hoardes of chronic putter-offers and 
worried husbands come trooping in. If you can 
help these shoppers—bring them peace of mind— 
you'll probably make lasting friends for your 
store; and you’ll certainly rack up a nice cash 
score for that final week before Christmas. 
°* Suggest a “Christmas Special:” Most last- 
minute shoppers don’t know what they want. 


99 


“I’m looking for a gift for a young fellow . . .,’ 


58 


99 66 


“an old lady ...,” “my mother-in-law . . .”’ they Il 
moan. You’ve heard them, often. Or, “What do 
you get for a person who has everything?” 

You can be prepared for such questions. Select 
one good item each day, and unhesitatingly en- 
dorse and push it. Could be a slow-moving item 
or something that’s really different. “Here’s 
something new and lovely—and very popular this 
Christmas.” 
© Sell Christmas quality: Most Christmas cus- 
tomers are in a festive, open-handed mood. 
They’re ready to spend a little more for some- 
thing a “‘little better’; something that really re- 
flects their admiration and affection for a friend 
or loved one. “This is nice; but it doesn’t cost 
much more to give the best. You can see the dif- 
ference. This is real quality... .” 
© Nudge them with a choice: You’ve narrowed 
possibilities down to two or three items. But he 
(or she) hesitates. He wants to be sure. He 
needs reassurance. 

So, give him a choice. Not necessarily a choice 
between two items. It may be a choice of color 
or style: quantity, time of delivery, methods of 
paying, wrapping—or anything that seems ap- 
propriate. 

“Which of these two watches do you think 
your wife would like best?” Or: “Green stones 
go beautifully with browns; and reds are excel- 
lent on blacks and blues. Which color is she 
most likely to wear?” 

Whereupon, the question in the customer’s 
mind changes from “Should I buy?” to ‘Which 
should I buy?’ And when he makes up his 
mind, chances are he’]] have made a purchase— 
and you a sale. Zee 
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utltons 


For sheer luxury there's noth- 
ing to equal these beautiful 
buttons set with flawless dia- 
monds. They're platinum and 
platinum faced and all are 
fashioned with that attention 
to detail that marks expert 
Wefferling, Berry & Co. 
craftsmanship. 


W/errertine Beery & CO. 


MENMBER AMERICAN 


GEM 


socirierty 


THE NAME THAT MEANS 


8 ROSE STREET, NEWARK &, N. J. 
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Over 35 Years of Service to Leading Jewelers 


_ 


Rubies, Star Rubies 
Sapphires, Star Sapphires 
Emeralds, Catseyes ... 
Loose or in Platinum 
Diamond Mountings 


of Exclusive Design... 


if? UP), 4; : 
VAY A Kubin s0v?, yu: 
Formerly Robinson & Sverdlik 


610 FIFTH AVENUE, Rockefeller Center 
New York 20. New York 











JEWELRY REPAIR HEADQUARTERS 
FOR ALL AMERICA 


0) 


Complete Manufacturing 
and Repair Facilities 


Quality Workmanship 
q« and Prompt Service 


MIL UL RGML I TLONT Tac 
RING SIZING @ SHANKS © BEZELS @ TOPS @ PRONGS 
DESIGNS FOR SPECIAL ORDER WORK 
PRECIOUS AND SEMI-PRECIOUS STONES 
DIAMONDS, ALLSIZES 
LAPIDARY WORK © ENAMELING 
RHODIUM AND GOLD PLATING 


Manufacturers of WRIST WATCH CASE LUGS 
Stone Kings 

Mountings and Wedding 
Buttons, 


Antique Diamond Ring Reproductions 
Makers of 

Fine Leather Wrist Watch Straps 
Jobbers for 
(Gemex « 
LeStage « 
Deltah « 
Automade 


Rines 


Emblem Rings, Charms 


Duchess 
( ‘ee Tee 


Sea Gem 


SAUER & COMPANY, Inc. 
329 East 8th Street, Cincinnati 2, Ohio 





A rare chance in the heart of 
BOSTON’S $1,500,000,000 Retail District 
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SPACE for RENT 


WASHINGTON- 
JEWELERS 
BUILDINGS 


373-387 Washington St. 


if 


These 


ings are in the 


world-famous build- 
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Boston’s busiest retail area. 
The Washington and Jew- 
elers Buildings today serve 
as New England headquar- 
ters for leading national 
jewelers and others. Rarely 
available in these eee 


entire 8th 


floor is available now, also 


is space 


buildings. The 


units of; 
smaller For details 
write or telephone: 


various space 


size. 


MINOT, DeBLOIS & MADDISON 


Managing Agents 


294 Washington St., Boston 8, Mass. Liberty 2-5910 











Sterling Hollowware “Road Show” 
@ PRIZE-WINNING DESIGNS in this year’s Silver 


Today competition will be seen by hundreds of thou- 


Sterling 


sands of people. The handsome. pieces 
Starr & 
John B. Stevens of 


International Silver Co. presented the awards on behalf 


contemporary 
were put on view in the windows of Black, 


Gorham on Nov. 7, the day after 


of the Sterling Silversmiths Guild of America, of which 
he is president. 

The winning pieces will tour the nation between now 
and next November. They will be displayed by sterling 


silver dealers in 20 cities—Boston. Pitts- 


Philadelphia, 





Prize-winners: top, first; center, second; bottom, third. 





Washington, 
New Orleans, 


burgh, Atlanta, Birmingham, 
Dallas, Los Fran- 
cisco, Portland, Seattle. Minneapolis. St. Louis, Chicago, 


Detroit. 


Memphis, 
Houston, Angeles, San 
Cincinnati and Cleveland. 


DECEMBER 1958 





This year’s competition, the second sponsored by the 
Guild to encourage imaginative design in sterling silver 
hollowware, drew 150 entries in sketch form from 17 
states. The final judging was based on completed pieces 
and the awards to the three top winners and four 
honorable mentions were made at the Museum of Con- 
temporary Crafts in New York. 

Here are the top awards: 


First prize: $500, for Stewart W. Pike of Audubon, 
N. J., who is the manager of function design for RCA 
industrial electronic products. The body of the shallow 
bowl is of extremely heavy gauge sterling shaped en- 
tirely by hand. The base, consisting of three legs joined 
together in radial form, was modeled and cast separately. 
“The acceptance of silver as an enduring treasured pos- 
session imposes a great responsibility on the designer.” 
Mr. Pike believes. “This eliminates high styling but 
does not excuse the practice of continuing copies and 
variations of design from the past which results in 
stagnation.” 


Second prize: $250, won by Robert J. King of New- 
buryport, Mass., who is a designer for Towle Silver- 
smiths. Of his winning coffee set, Mr. King says, “The 
simple cylinder was my point of departure; what | 
aimed to do was to make the aandles and the spout 
appear as though they were a part, and grew out of. 
the forms rather than being separate appendages. | 
selected teak for the handles in order to provide a soft, 
delicate contrast.” Careful attention was given to each 
detail—the depressions on the wooden handles to posi- 
tion the thumb, the snap lock on the lid for greater 
security and the flush type hinge for strength and cleanli- 
ness. The finish was kept purposely low rather than 
hard and bright, to soften and enhance the whole effect. 


Third prize: $150, won by William Frederick, who is 
an instructor in metalcraft and product design at the 
School of the Art Institute, Chicago. A study of primi- 
tive art forms in Africa and Oceania inspired the 
decoration on this bowl. Each piece of the raised design 
was cut out by hand and applied to the surface. For 
the three-dimensional effect, each figure had to be 
adapted to follow the curve of the bowl. The base was 
formed separately and added to the body. “In the long 
view, Mr. Frederick says, “I believe that inspiration 
for American designers can and must be found in at 
least two often inter-related directions: We may learn by 
looking deeply at ourselves as creatures living in and 
surrounded on every side by nature; and we may bene- 
fit by intensive study of the areas in the history of art 
which remain vital and fresh today.” 

A scroll and a check for $50 was given to each of 
these four honorable mention winners: George S. Alarie, 
display designer for Ruebert Mfg. Co., East Greenwich, 
R. I.; Edward S. Buchko, designer with Internationa! 
Silver Co., Meriden, Conn.; Marc S. Harrison, of the 
Bronx; and Richard Hora, an industrial designer of 
New York. gee 
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This FREE counter display in 


color tells your customers the 


many advantages of 
* 
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SELF-LUBRICATING MAINSPRINGS 


a It helps your 
ee \AS> repair business. 
pete a You give 

, a. ~ more and 

you get 
more. 


Xe Xe XK] Nivastar Mainsprings are sold only through watch 
material supply houses. Display card can be secured just by 
sending one Nivastar envelope to gy 


HAMMEL, RIGLANDER & CO., INC. 


Box 100, Madison Square Sta., New York 10, N. Y 











ORIGINAL OF YOUR 
on £ 80%, customers 
HAVE OLD WATCHES! 


GUIDE THEM TO AN “QRIGINAL” 


TREASURE DOME :::: 


® NATIONALLY ADVERTISED @® PROVEN SALES 
Everlasting, break-resistant crystal clear 
dome with base in choice of ebony, ma- 
hogany or blonde polished hardwood. 
Makes sentiment practical ...an heirloom 
watch becomes a useful, modern timepiece. 
(Bring old watches out of hiding... cre- 


ate extra repair jobs.) $4 00 
AVAILABLE AT YOUR JOBBERS OR SUPPLY HOUSE : 
BEATTY MFG. CO., 7424 Senta Monice Bivd., Hollywood 46, Calif. KEYSTONE 




















SALESMAN 
EXCLUSIVE SWISS WATCH AGENCY 


With a stylish, compact, and medium priced line in 
quality lever watches. Seeks top, ambitious, aggressive 
men with proven sales record to sell A-! Retail Jew 
elers and fine department stores. Outstanding as a 
side line to an already well established jewelry line. 
Choice territories available on a liberal commission 
and franchise basis. Please submit complete resume 
and references. All information will be held strictly 


confidential. 


Address Box V 4594, care of J.C.K. 











by Albert S. Keshin 





SELF-SERVICE SILVER 


® SALES UP 70 PER CENT. Selling time down. 
30th good things happened to silverware when 
W. C. Cornell Co. opened at a new location a few 
doors down the street from its old address in 
Newburgh, N. Y. 

Owner-manager Thomas F. Kavanaugh simply 
put modern merchandising methods to work in 
his modern store. He let customers buy the way 
they probably had always wanted to shop for 
silverware—the do-it-yourself way. 

That’s right; he put silverplate and sterling, 
flatware and hollowware, out in the open where 
customers can see it up close, pick for themselves 
without having to ask for it. 

Gone are old blockading counters. Gone are 
the glass-window barriers on the wall showcases. 
Now customers can mosey along the open dis- 
plays, select patterns and even construct table 
settings with their choice of silver, glass and 
chinaware on a special “‘customer’s workbench” 
(converted from a manufacturer’s display 
counter ). 
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And here is what else Kavanaugh did to stimu- 
late silverware self-service: 
® Used standard manufacturers’ fixtures—but 
kept them open and in easy reach. 
® Installed a formica-topped ledge along the front 
of the open, brightly lighted wall displays. Cus- 
tomers often take some piece of hollowware from 
the wall case, to see how it looks by itself on the 
ledge. 
¢ Put a silverplate island (nine patterns) in the 
middle of the department. Self-service naturally, 
with a little assist now and then from a sales clerk 
when needed. 
© Segregated inexpensive stainless and lower- 
priced glass and chinaware on the second floor. 
¢ Backed up his promotion with radio announce- 
ments and direct-mail color brochures. 

And this is no temporary campaign or part- 
time promotion. The store’s whole modernized 
lay-out is based on the self-selection principal. 

Try letting customers ‘“‘do it themselves.” It 
might mean a 70 percent sales increase for you! 
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Bridal extra: On a ledge in front of a manufacturer's 
wall display (far left) are several place settings in pat- 
terns selected by local brides. The bride’s name is on 
a card next to the pattern she has chosen. Friends 
recognizing it can thus supplement what already has 
been bought with extra pieces or place settings of 
the same pattern. A bridal register is also used. 


Salesmen’s extra: In the side of the ‘‘customer’s 
workbench”’ are pull-out pads (left) that hold 14 
necessary serving pieces in the 12 most popular 
patterns. These are used as an extra sales punch 
after the customer has selected her pattern and is 
still in the proper frame of mind for buying. 
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Hollowware, too—-silverplate and 
Sterling—is subject to W. C. Cor- 
nell Co.’s ‘“‘let-the-customer-do-it- 
himself’’ selling methods (above). 
Notice absence of glass barriers; 
customers can easily take items 
out to examine them at close 
range. A projecting ledge with a 
white formica top encourages 
shoppers to see ‘“‘how a piece 
looks by itself’’ or with other 
pieces. Built-in lighting gives the 
entire fixture well-rounded illumi- 
nation. Zan 


Ring, telephone, ring: ‘Phone on the ‘‘customer’s 
workbench” (below) is used by sales clerks to 
remind a select group of their customers of any 
special manufacturers’ promotions. These per- 
sonal calls often are all that’s needed—because 
customers, once in the store, find it hard to re- 
sist the self-service displays’ invitation to do-it- 
yourself buying. 
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PONIES PULL BUYERS: Winsome 
stuffed animals, which attract atten- 
tion to Holiday Jewelers display win- 
dows, have become good sellers them- 
selves. They go at a nice profit after 
their customer-luring duties are com- 
pleted. 


Stop ’em. 


with 
ot f-beat 


windows! 


by Robert Latimer 


© You’re just strolling along down Main Street— 
when you do a double-take. What’s that, in a 
jewelry store window? 

Suspended by his heels from a wire hangs a 
clown, large as a midget, his grinning head wag- 
ging from side to side. 

And this clown has appropriate company. In 
the next window, a platoon of monkeys cavort on 
rattan ropes above the watches and rings; in suc- 
ceeding windows, circus animals perform among 
bracelets and earrings and silverware. 

If you’re a visiting jeweler, you most certainly 
follow the crowd inside the store to find out ““What 
gives?” 

Ed Kimble, owner of Holiday Jewelers—and 
showman superb—is glad to tell you all about it. 
Because these original windows of his —he 
changes them each month—have had “fabulous 
results.”’ Since he started them four years ago, 
he’s had better sales in every department, free 
publicity from the local newspaper, plenty of at- 
tention from the kids in town—‘“our future cus- 





tomers’ —and a lively little trade in the sale of 
his window props. 

Four years ago, Ed dutifully used what the 
manufacturers sent him to dress up his windows. 
“And, likely as not, they’d look just like the win- 
dows of the jeweler in the next block. 

“You can’t stop people that way,” says Ed. 
‘‘And I decided to get out of the rut.” 

He began to pore over catalogues of toys, an- 
tiques, imports .. . He began to use his imagina- 
tion to dream up themes appropriate to the season 
and to the interests of the 25,000-population 
community (Boulder, Colo.) where he does busi- 
ness. 

They still talk about his June wedding scene, 
worked out with charming dolls imported from 
Barcelona, Spain. Also the fall football display, 
featuring comical linesmen tackling everything 
from silver picture frames to diamond rings. 

He never repeats a display—and they’re not 
always seasonal. “It’s the off-beat window that 
gets attention,” he reasons. Last January, with 


CUSTOMER BAIT: Gale Peterson readies 
a comical tramp to loll in the window—and 
lure passersby to come in. (Suggestion: Has 
owner Ed Kimble considered putting Gale 
in his window?) 


WATCH THE CLOWN! A feature of Ed’s circus- 
theme windows, this fellow hangs from his heels, 
wags his head, proffers handsome wrist-watch. 
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SALESMAN SAMMY SKUNK: He not only “stops 
‘em” pleasantly, but he’ll bring a fat price himself 
at the end of the month. 


snow two-feet deep, he “stopped ’em” with a 
formal garden—tiny flowers, pillars, figurines. 
Small wonder that residents of Boulder, including 
the 10,000 students at Colorado University there, 
make special trips each month to look at the 
Holiday Jewelers window; and, while they’re 
about it, go inside to shop. 

Almost from the start, customers wanted to 
buy Ed’s props as well as his regular wares. At 
first he said no; but then, he began to reason, 
“Why not—at a profit!” So now he takes their 
money—and delivers the tiger or bride or antique 
vase after it has completed its customer-luring 
chores. The wedding dolls from Spain, for in- 
stance, brought $37.50 apiece! 

“The props more than pay for themselves,” says 
Ed. ‘“‘All you need is one idea after another.” 

i om 
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JANUARY 4-9 


Convention Hall « Room F 
Atlantic City, New Jersey 


JANUARY 18-21 


Hotel Henry Grady « Room 301 
Atlanta, Georgia 





Atlantic City China & Glass Show 


Southeastern China, Glass & Gift Show 


JANUARY 18-23 
California Gift Show 
Ambassador Hotel 

Los Angeles, California 


FEBRUARY 1-13 
Chicago Gift Show 
Merchandise Mart 
Chicago, Illinois 


MARCH 8-12 + Boston Gift Show « Parker House « Boston, Massachusetts 


“Nobody but Fostoria 
is talking our Language in ’59” 








FEBRUARY 22-26 

Original Dallas Gift Show 
Baker Hotel « Camellia Room 
Dallas, Texas 


FEBRUARY 23-27 

225 Spring Market Week 
225 Fifth Avenue 

New York City, New York 
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Coming January 4 and at all the Spring Shows... 


The most exciting news 
in tableware selling ... ever! 


You'll not only see new stemware 
and beautiful new decorative pieces 
. . . but a whole new concept of 
Fostoria Melamine tableware selling. 
You'll recognize its value the minute 
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you see it. Watch for the announce- 
ment January 4... get all the details 
when you visit us at the shows. 
Fostoria Glass Company, Mounds- 
ville, West Virginia. 


Fine dinnerware with Fashion Fiair... 


frostoria 
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Table top 


On the Cathay shape in Baronet china, this is 
with soft blue flowers; 
by 


for $9.95. Sold 


pattern 
\-pe. place setting retails 
., Philadelphia. 


Fisher. Bruce & Co 


New “Chantilly” pattern on rimmed shape in 
“Remembrance 


English bone china—delicate shoulder design and 
edge in gold; 5-pe. setting $24.75 retail. From 


Worcester Royal Porcelain Co., New York. 


Modified diamond shape in Alka Bavarian china. 
Set decorated with 22K gold (choice of colors) in 
Toasting goblet in Kosta crystal from Sweden 
pattern, designed by Vicke Lind- 
From 


transparent gift box retails for $10. From Schmet- 
in “Romance” 
strom; in. in height, retail $25 apiece. 


12 


Ebeling & Reuss Co., Philadelphia. 


zer. Inc... New York. 


“Apart” design in Lorenz Hutschenreuther china 
from Bavaria is in pure white with delicate em- 
bossment: 9-pe. setting, $8 retail. Sold by Paul A. 


Milk glass trivet is useful as a base for flower 


arrangements; under luke-warm dishes or carafes: 

as wall decoration. Retail $3.75. By Fostoria 

Glass Co., Moundsville, W. Va. Straub & Co., Inc., New York. 
DECEMBER 1 
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NEW STARS for 1959 


BRIDAL ROSE CHANTILLY 


5 pc. place setting 24.75 5 pc. place setting 24.75 


At the shows be sure to see the 
fastest-growing of all the fine china lines! 





English Bone China of finest quality in pat- 
terns designed especially for the American 
taste ...this is the combination that has 
made Royal Worcester the fastest growing 


of all fine china lines in sales. 


Royal Worcester offers you superb china values at 
realistic, moderate price cee sound merchandising 

. liberal profit margins ...and the sales support 
of continuous national advertising in full color. ENGLAND 


See us at the shows. We will be pleased to discuss 











the possibilities of a franchise in your area. 


SPACES 107 and 109, ATLANTIC CITY CHINA & GLASS sHOw 
and at the Atlanta, a Dallas and Los Angeles Gift Shows . 


THE WORCESTER ROYAL PORCELAIN COMPANY, Inc. 


11 EAST 26th STREET, NEW YORK 10, N.Y. © WORCESTER, ENGLAND e LONDON 
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Table top 


Classically simple “Athena” border design is 
done in gold and dove gray on white Franconia 
china. Five-piece setting may retail at $13. From 


Herman C. Kupper. Inc.. New York. 


Camden” pattern in Webb & Corbett crystal 
from England is hand-blown, hand-cut: stemware 
and accessories. Goblet is $6.75 retail. Distrib- 


uted by Camden Hall. Ine... New York. 


Spode cake stand in “Brown Greek” pattern, 
12'% in. wide, on 3 in. pedestal. Nine different 
decorations. $10.60 to $20 retail. Carried in stock 
by Copeland & Thompson, Inc., New York. 
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Salt and pepper mill in Franciscan earthenware 
in “Larkspur” pattern may retail for $9.95; sets 
available in 6 different designs. By Gladding, Me- 
Bean & Co., Los Angeles. Cal. 


Twelve-ounce highball glass in hand-made Swed- 
ish glass from Gilbeyglasses, Inc. With clamp-on 
handle, $1.80 each; without, $1.60. Distributed 


by Vincent Lippe Co., New York. 


‘“Bernadotte” design in Danish china by Bing & 
Grondahl has rose, gray and gold center and gray 
rim band; 5-pe. setting retails at $25. Sold by 


D. Stanley Corcoran. Inc.. New York. 





from EUROPE 


<> PASCOCHINA AND CRYSTAL 


BAVARIAN DINNERWARE by LORENZ HUTSCHENREUTHER and TIRSCHENREUTH 


SELECT IMPORTS DEMONSTRATING 
EUROPEAN CRAFTSMANSHIP AT ITS BEST 


Two New Contemporary 
Designs by 


INTRODUCING A 

NEW SHAPE ‘DRESDEN’ 
Exquisitely decorated with five 
different patterns and white 


Fen yer we a rd ee : 
A cordial invitation is extended to examine F whet “, 
these new extensive continental collections | | 


at the 


ATLANTIC CITY CHINA & GLASS SHOW 
CONVENTION HALL 


BOOTHS 206 — 208 — 210 


' WHITE DRESDEN ” 
a January 4th to Sth 


“FLOWER DANCE” 


All merchandise shipped from one source. F.0.B. New York A New Modern Pattern 
by TIRSCHENREUTH 


PAUL A. STRAUB & CO., INC. 


Established 1915 


MUrray Hill 3-5460 
Los Angeles Showroom: Brack Shops, 527 W. 7th Street 


19 EAST 26th STREET NEW YORK 10, N. Y. 


‘BROCADE © 


-- 
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New “Richelieu” pattern in English bone china 
has sculptured edge line enriched by French 
scrolls in gold; 5-pe. setting may retail for $29.95. 


From Doulton & Co.. Inc... New York. 


“Blue Chelsea’ in English bone china (also 
called Grandmother’s or Mormon ware) with blue 
raised flowers on white; 5-pe setting $14.50. retail. 


From Bertson House. Ltd... New York. 





Made in heavy cut crystal by Webb of England. 
this dessert bowl in “Normandy” design is 8 in. 
in diameter, may be retailed at $30. Sold by Fine 


China Associates. Inc... New York. 


’ 


ashions 


In Holmegaards crystal from Sweden, “Copen- 


hagen” mixer in clear or smoke; two sizes, 25 


——_— - 


ounce to retail for $6: 33 ounce. for $7.50. From 
Svend Jensen of Denmark. Inc.. Rye. N. Y. 


Modern footed how] is part of new line of eit. 
ware in gold-like color; 104 in. in diameter and 
14 in. high, the bowl may be retailed at $17. 


(‘reated by the Gorham Co.. Providence. R. I. 


One of two designs in Prolon Melmac offered 
to retail at $29.98 for 40-piece set. including gift 
of matching paper napkins and mats. By Pro- 


phv-lac-tic Brush Co., Florence. Mass. 





SERVICE 


ode 


THE P FINE ENGLISH 


DINNERWARE 


A bit of England in the 
USA, Spode offers you the 
best of both — meticulous 
care combined with speed! 


Lyrx 


(Bone Chine) 


lesale distributors: COPELAND & THOMPSON, INC. 20¢ 


> FIFTH AVE., 











WY 


Roval Doulton 


al-t- Lal Me -t-lel-Te-jal ls 


Shown, Coronet, 5-pc. setting, $17.95 retail 
Roval Doulton leads the field »oe design, in 
advertising, in sales. The first English china 
company to design for the American market, 
Royal Doulton has the biggest advertising budget 

. is tops in bone china sales. All of which 
means a greatel profit potential for you. Watch 
for Royal Doulton advertising in BETTER HOMES 
& GARDENS, HOUSE & GARDEN, HOUSE BEAUTIFUL, 
BRIDE S MAGAZINE, BRIDE & HOME, THE NEW 
YORKER, HOLIDAY and SEVENTEEN, 


DOULTON & CO i N¢ ll] EAST 6TH STREET, NEW YORK 10 NY. 
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Dinnerware, 
(Glassware 


& Gifts 


by MADELINE LOVE 


EXT MONTH’S CHINA AND GLASS SHOW in 

Atlantic City (Jan. 4-9) promises to be 

a thorough-going success. Buyer and ex- 
hibitor interest has gone far beyond original ex- 
pectations; and it becomes clear that a radical 
change in the whole set-up of this traditional 
show has been needed for a long time. 

Despite the drop in attendance at last January’s 
Pittsburgh show—and the consequent drop in 
business—not every one involved thought that 
the market should be moved to a new location. 
In fact when the China, Glass and Pottery Asso- 
ciation first brought up the idea last spring, there 
was a sharp division of opinion. Most buyers con- 
sulted liked the idea; but a certain number of 
exhibitors were opposed. After all, the Pittsburgh 
china and glass show was 80 years old—the oldest 
of all American trade shows. A tradition like that 
is not easy to break. 

Before long, however most leading china and 
glass manufacturers and importers got on the 
band wagon. Within weeks, the main floor of 
Convention Hall was sold out. A total of 252 
firms had taken space, 20 more than participants 
in all three divisions of the Pittsburgh show. 
Now it is necessary to use the ballroom on the 
second floor of the hall for companies that could 
not otherwise be accommodated. Original plans 
called for using the ballroom floor in 1960—but 
it will be open next month, not only with a booth 
layout for exhibitors but also with a restaurant. 

Says William E. Little, manager of the show: 
“There is no doubt that reorganization of the 
major market for the china and glass industry 
has stimulated the interest of many firms that 
were not show-minded in the past. This interest 
is reflected by reports that indicate a substantial 
increase in the number of buyers planning to 
attend the market. Atlantic City hotels have re- 
ceived hundreds of advance reservations, and we 
are anticipating a record attendance and active 
buying at this premiere show.”’ 

We hope you will be there. With the general 
improvement in business in the past few months 
and the assurance of a good Christmas season, 
you will need new and interesting merchandise 
to spark your china, glass and gift department 
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FRANCONIA CHINA 


Oo], 1 aa Oo) ae 18), le) ] oe, | 
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“LA MARQUISE"” 


peo OHM Sy eh, LT, 


“ATHENA” 


Int tO Wr 


._ 1S represented in the newest FRANCONIA 


patterns.as an answer to the increasing demand for 


om. = 
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NOBLESSE a “classic” feeling in “modern” dinnerware 


. contemporary simplicity sets the pace for motifs 

taken from the French Empire period ... ancient Grecian art... 

and 18th Century Baroque. FRANCONIA CHINA is “true 

porcelain”. .. pure white and translucent . . . manufactured by 

expert craftsmen using the world’s finest technical methods and equipment. SEE ONE OF 
AMERICA'S FAVORITES ... ONE OF EUROPE’S FINEST... FRANCONIA CHINA... at the 


ATLANTIC CITY CHINA & GLASS SHOW. Booths 873 & 875. January 4-9. 


herman c. kupper, inc. - 39 west 23rd street - new york 10, n. y. 
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THOUSAND WINDOWS... designed hy Stumon Gate 


Srmblily IRREFORS 


Hand-crafted crystal from the world- 
famous Windows 
tion of bowls and vases. Superlative 


ORREFORS 
Thousand collec- 
gift items! Nationally advertised to 


U.S.A. REPRESENTATIVE (EAST) the COMNSUNCT. Order now. 


FISHER, BRUCE & CO. 


221 Market St., Philadelphia 6, Pa. 1107 Broadway, New York 10, N.Y. 


THE COMPLETE LINE! 


The Lindley Line's bright white and J b 


Silver Supreme gift boxes, made 
of white leatherette embossed stock. 

SERVICE ON ALL 
PLAIN BOXES! 





are the ultimate in packaging with 

texture and richness unequalled in any 
other box .. . so easy to use 

SO easy to store! 


“Over Half a 
Century of Unsurpassed 
Quality and Service” 


BOX & PAPER DIVISION 
1748 W. 2nd Street, Marion, Indiana 


Lindley 


FEDE 


RAL rarer OLA CO CO. tHE. 
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| party 
| Shelburne Hotel, and a dinner dance will be held 
| Wednesday night, Jan. 7, by the China, Glass and 
| Pottery Association of America, sponsors of the 
_ show. 








M 


jury made the selection. 


TABLEWARE (continued) 


in the new year. Never before have you had the 
opportunity to see so many new things in so com- 
pact a setting as January’s show offers. You will 
be entertained, too. A “get acquainted” cocktail 


is scheduled Monday, Jan. 5, at the 


Remember the dates: From noon on Sunday, 


_Jan. 4, to noon on Friday, Jan. 9. 


| : on GRAND PRIX, highest possible award in the 


ceramic section of the Brussels World’s Fair, 
has been awarded to the Royal Doulton section, 


part of which is shown above. An international 
The award was made 
by the Commissioner General of the Fair on 
behalf of the Belgian Government. 

The Royal Doulton section was 45 feet long, 
with a ceiling of beechwood and semi-translucent 
fibreglass panels, and a forest green carpet. A 
number of table settings were shown, and other 
items were displayed in fittings of teak, ebony, 
walnut, glass and brass, brilliantly lighted. In a 
prominent spot was the ceramic figure modeled by 
Mrs. Peggy Davies under the supervision of J. 
Ledger, the art director. The grouping was dis- 
played on a shallow aluminum bowl, lighted from 
below and supported on a hardwood and alumi- 
num pedestal. 


EAKIN & RIDGWAY, INC., importers of English 
china and earthenware, have moved from 
their long-time headquarters at 129 Fifth Avenue, 
New York, to new showrooms occupying a com- 
plete floor at 11 E. 26th Street. The firm has 
represented Mintons, Ltd., and Wm. Adams & 
Sons, since 1902. In 1956, they added the por- 
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the lid comes off January 4-9 
Atlantie City Show—Booths 817-819-821 
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ALL-PURPOSE TRUE CHINA 





celain artware sculptured by Edward Boehm of 
Trenton, N. J. 


ENSLEIGH C. WEDGEWOOD, president of Josiah 

Wedgewood & Sons, Inc., has announced the 
following appointments to the sales staff: William 
A. Etterley, returning to Wedgewood after two 
vears with Fine China Associates, Inc., and taking 
over the territory of Michael Bankier; Victor 
R. D. Davey, formerly with Castleton China, Inc., 
who replaces Geoffrey Wilbraham. Mr. Etterley 
will cover West Virginia, Ohio, Kentucky, Indi- 
ana, Chicago and part of Michigan. Mr. Davey’s 
territory will include Illinois, Iowa, Minnesota, 
Nebraska, North and South Dakota, Wisconsin 
and parts of Michigan and Missouri. 


a. o of the United States Glass Co., 
Tiffin, O., have elected William P. Freiman 
to the new post of executive vice-president. Mr. 
Freiman, who recently joined the company, is 
former vice-president and general manager of 
Standard Industries, Inc., now the Crane Carrier 
Corp. He will be in charge of manufacture of the 
Duncan and Miller line of pressed and blown 
glassware at the plant at Glassport, Pa. The 
Tiffin line will still be manufactured at the factory 
in Tiffin. Charles W. Carlson has been re-elected 
president of the company. 


HIS SIMPLE BUT EFFECTIVE DISPLAY of Royal 
Worcester dinnerware is part of the china dis- 


Ge eo oes a 
*, 


FREER 


play in the Johnson’s Jewelers store in Tyler, Tex. 
formerly on South Bonner St., Johnson’s recently 
opened at a new location at 114 E. Eighth St. 


{ ncnapicly. New York, followed its special dis- 
play of buffet tables this fall with its second 
annual exhibit of table settings done by prominent 
New York hostesses. Last year’s event proved 
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that there is great public interest in creative 
table settings by women whose names are familiar 
through the society columns. These women set 
tables for a wide variety of occasions, from 
“Dinner for Three” to “Midnight Buffet Supper” 
for a large group. They brought in many of their 
own table accessories and borrowed pieces from 
antique shops. The china, silver and crystal was 
selected from Tiffany’s stocks. Sixteen tables, 
arranged on the second and third floors of the 
store, were on view for a month. 


: FIRST NEW DINNERWARE SHAPE to be intro- 
duced by Lenox, Inc., in 20 years is this 
“Sculpture” design. It will be displayed at the 
Atlantic City Show next month. Representing a 
fusing of the contemporary and traditional styl- 
ing, the shape is a coupe modeling with a swirl em- 
bossment which gives the effect of a rim. It is 
decorated with four different patterns—the 24K 
gold “Orleans” design shown here; a delicate blue 


and sepia stylized floral wreath, “Chanson”; and 
a gold or a platinum edge line. 

The new shape has been market surveyed. 
Findings are based on a wide sampling of both 
younger and older women. 


INE AMERICAN BUSINESS MEN in the retail and 
N wholesale trade in gifts, home furnishings, 
fabrics and other merchandise went to India in 
October at the invitation of the Indian Govern- 
ment. The purpose of the visit was to look into 
problems of these industries in India and to set 
up plans for export promotion. S. 8. Sarna, head 
of the giftware and jewelry company of the same 
name and president of the Indian Chamber of 
Commerce of America, went along as an indepen- 
dent observer. 


HE ALLIED GIFT AND JEWELRY SHOW at Dallas, 

Tex., will open one day earlier than previously 
announced. The show, at the Hotel Adolphus, will 
open Saturday noon, Feb. 21, and will close 
Wednesday night, Feb. 25. 


ps 
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Fabrics Help Sell Jewelry 


Show your jewelry items—especially costume 
jewelry—with dress fabrics, as they’ll be worn. 
How else can a customer judge whether a piece 
is right for her wardrobe? 

That’s the reasoning of Mrs. Eleanor Colvin 
who is in charge of window displays at S. Kind 
& Sons, Philadelphia, Pa. 

Mrs. Colvin prepared the window pictured here 
to show how the new Fall fabrics need the new 
Fall jewelry. So she arranged the necklaces, ear- 
rings, ete., on yard goods or fabric-covered busts. 

This was a colorful window; and the warm Fall 
colors in it stopped an unusual number of passers- 
by. The light, smooth fabric at left is chartreuse 
wool, partnered with gold jewelry. The charcoal 
wool, draped at center, takes to textured gold or 
silver and multi-colored stones. Pearls bring out 
the white flecks in the nubby russet worsted at 
left. 

Plaids of these same colors cover the busts. 
You can make any number of smooth-fitting 
“bibs” for busts from remnants or manufac- 
turers’ samples, says Mrs. Colvin. 

Charcoal-colored draperies make a _ pleasant 
background for the displays. Small printed cards 
help explain the fashion story. For instance, one 


card points out that three mated—not matching 
—pins, grouped together, are high style this year. 

Notice that every piece of jewelry has been 
taken out of its box. “Why fill up a window with 


~s ° ne ae 
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boxes ?’’ Mrs. Colvin asks. “You can’t tell a thing 
about how jewelry will look until it’s part of an 
ensemble.” (Back into the box it goes for wrap- 
ping, though.) 

Did the window bring selling results? ‘‘More 
than we expected,” says Mrs. Colvin. “It really 
stopped girls and women and a number of 
them came into the store to thank us, as well as 
to buy. ‘I have a suit (or dress) almost like that 
plaid (or chartreuse or mixture),’ they’d say. 
‘And now I know what jewelry will set it off.’ ” 





———— ———— 


See the superb 

Coalport and Royal Cauldon 
English Bone China 

and 

Webb Corbett English Crystal 
at the 

Camden Hall Exhibit 

Atlantic City China & Glass Show 
January 4-9 


Rooms 747-753 
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COALPORT-—the ultimate in fine English bone china with unsur- 
passed classic designs...WEBB CORBETT -—the supreme quality of 
hand-blown, full lead English crystal...an inspired combination of 
the most precious bone china and crystal that you can ever possess. 
SHOWN ABOVE: COALPORT, GENEVA PATTERN, $23.50, 5-PIECE PLACE 
SETTING. WEBB CORBETT, LEONORE PATTERN, GOBLET $525 EACH 
AT FINE STORES EVERYWHERE. WRITE FOR ILLUSTRATED BROCHURES 
CAMDEN HALL ¢ 49 WEST 23RD STREET, NEW YORK 10, N.Y. 


U.S. Agents / Coalport & Royal Cauldon English Bone China Webb Corbett Crystai 
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IS THERE MONEY IN MELMAC? 


(conclude d from page é 3) 


Question: Do they still use chinaware? 

Answer: Yes, indeed (74 per cent). Of those 
more than three out of four use china when 
they entertain and on special holidays. Over 
half think Melmac wouldn’t be suitable for those 
occasions. Only one in 10 still uses china for 
regular family dinners. (Two of those _ inter- 
viewed said they use their china regularly and 
save their Melmac for company !) 


Question: Do owners recommend it to friends? 
Answer: Seventy per cent say they have recom- 
mended it to friends; and 20 per cent of the 
owners already have given it as a gift. 


Question: If Melmac owners were going to buy 
dinnerware today, what would they get? 
Answer: Six out of ten said they’d buy Melmac. 
Most of the rest said they’d buy china (36 per 
cent) or glass (2.4 per cent). 


Question: What kind of dinnerware would non- 
owners of Melmac buy today? 


Answer: More than six out of 10 said they’d 
buy chinaware; three in 10 voted for Melmac. 





DEFINITELY PLAN 
TO BUY MELMAC 


PLAN TO BUY 
INDEFINITE 


FAVORABLE BUT 
NO PLANS TO BUY 


UNFAVORABLY 
DISPOSED 


How non-owners feel about buying Melmac. More than 
2,600,000 families have definite plans to buy it. They rep- 
resent 6.9 per cent of the 37.5 million American families 


which do not own Melmac at this time. 





From more than half of non-owners came the 
opinion that plastic dinerware has been greatly 
improved in quality and design. Zea 


es 





MEAKIN & RIDGWAY, INC. 
ANNOUNCES WITH PLEASURE 


THE OPENING OF 


AT 
1! EAST 26TH STREET 


NEW YORK 10, N. Y. 


WM. ADAMS & SONS, LTD. MINTONS, LTD. 





THEIR NEW OFFICES AND SHOWROOMS 


EDWARD MARSHALL BOEHM 
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Briefly 


POST-MORTEM ON NOV. 4: DEMOCRATIC VICTORY, GOOD AND BAD FOR SMALL BUSINESS. Here's 


what political observers predict will happen in Congress under strong 
Democratic control: small business legislation will be pushed .. . personal 
income tax cuts will gain favor .. . public works and military Spending 
will increase .. . more housing legislation will be pressed. All this will 
help keep the small business economy Spinning. 


SOME POSSIBLE BAD EFFECTS ON RETAILERS from the Democrat landslide: laws 

to strengthen labor union power can be expected .. . there is fading hope 
that corporate and excise taxes will be cut .. . minimum wage coverage may 
be extended to some retailing ... a strengthening of inflation trends is 
possible. 

SEVERAL NEW CONGRESSMEN HAVE RETAIL BACKGROUNDS. Rep. Frank S. Osmers, Jr. 
(Re, N.J.-), a former gem expert and appraiser, was reelected. Akron Jeweler 
Jack B. Arnold, in his first try for political office, was defeated by 

Rep. William Ayres, a Republican retail executive. 








PLANNING TO BORROW MONEY? DO IT SOON, EXPERTS WARN. Cost of borrowing, 


already up sharply from mid-year levels, is to rise still higher in 
coming weeks. The Federal Reserve Board iS convinced higher interest rates 


are needed to help combat inflation. 


NEW SMALL BUSINESS LOAN PROGRAM IS STRONGLY CRITICIZED. The program, set to begin 


early in '59, will allow private investment firms, with Federal help, to 
make long-term loans to small retailers. But, Says Wright D. Patman (D., 
Tex.), chairman of the House Small Business Committee, regulations set up by 
SBA are "unduly restrictive," will crush small-firm hopes for the help 


promised. 
THE INTEREST RATES WILL BE TOO HIGH, Patman says. This is because invest- 


ment firms will have to pay five per cent to borrow money from the 
government, in turn must charge more to retail borrowers. 


MEANWHILE, NEED OF SMALL BUSINESS FOR MONEY INCREASES, experts report. SBA. 
itself in September approved 395 loans for $17 million--a jump of one third 
over the same month last year. 








MAKE DOUBLY SURE THAT CHECK YOU CASH IS NOT FORGED. Theft of mail, particularly 
checks, from mailboxes again leads the list of postal crimes. Big reason 
for increase in check thefts: the growing tendency among businessmen to 
cash checks eaSily, often without requiring identification of any kind. 


YOUR EMPLOYEES WON'T HAVE TO ITEMIZE BUSINESS EXPENSES on their income 


ANOTHER 


tax returns, provided that: 1) the employee was reimbursed for expenses, and 
2) the employee submitted an itemized expense list to the employer. En- 
ployees who received a flat sum for expenses, and did not detail actual out- 
lays for employers, must itemize on their returns. Another Revenue Service 
innovation: the simple punch-card tax form can now be used by people with 

up to $10,000 income. Previous limit--$5000. Card gives 10 per cent 
deduction. 

SHARP INCREASE IN MAIL RATES IS POSSIBLE NEXT YEAR. DeSpite recent rate 
hikes, the Post Office continues to run staggering deficits--a possible $550 
million this year. Department has already proposed a 17 per cent boost in 
parcel post rates. Retail spokesmen fight this; say that Post Office could 
make $70 million more a year by dropping restrictions on size and weight of 
packages. 


ALL THIRD CLASS RATES RISE JAN. 1, under a bill signed by Eisenhower last 
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Briefly (continued) 


May. This includes all bulk advertising, circulars, some packages. Here 
are the increases: Bulk mail--from 14 to 16¢ a pound, with minimum up 
from 1 to 2¢; ordinary rate--from 2¢ for the first ounce and l¢ 

for each additional, to 3 and 1.5¢ respectively; bulk mailing 
permit--from $10 to $20 per year. Rates on second class mail--newspapers 


and other publications--also jump. 


WHO'S WHO ON THE WORLD WATCH MARKET--Fred Lip, French watch manufacturer, gives 
this analysis of the world watch situation today, based on his extensive 
tours: 
OWITZERLAND--Lip claims the Swiss are without question still, for the 
moment, the supreme power in the industry. Tops in quality, quantity, 
marketing. 
UNITED STATES--Lip gives credit here for big advances: the unbreakable main- 
Spring, the first electric watch, a new balance and regulating mechanism. 
GERMANY--Market is very strong, says Lip. Germans make 8 to 9 million 
watches a year. Movement, Spare parts are good. Design and finish will 
improve. 
RUSSIA--Exports 10 million watches a year to her Communist friends, 
consumes 6 million herself. Most popular movement is 17 jewels. Watches 
ugly. 
JAPAN--Making excellent watches, some 200,000 per month. Movements and 
Spare parts are good, production is Speedy. 
FRANCE--Watch industry was born in France. Stressing high-quality 17 jewel 
movement. Make an excellent shock-absorbing unit. Produce 10 million watches 
a year. Each French model is tested by watch governing body before it can be 
exported. Lip is making a $350 electric for limited export to the U.S. 
carriage trade. 
LIP'S PREDICTIONS=--That the Swiss will shortly announce new pin lever in- 
novations; that European nations will unite to thwart Far East competition. 




















EXCISE TAX COLLECTIONS VERIFY ECONOMY COMEBACK. The 10 per cent jewelry excise for 
the 12 months ending June 30, 1958 was a scant .3 per cent below the pre- 
vious record-high fiscal year. The excise is a fairly good barometer of 
jewelry store sales, tends to substantiate the near all-time-high sales job 


experts say the industry iS now doing. 


ANSON IS THE FIRST CONCERN TO USE THE UNITED NATIONS EMBLEM in its national adver- 
tising. Anson uses the emblem as a drop-in, with the "U.N." initials above 
it, the words "We Believe" below. Permission to use the stamp as a public ser- 
vice was granted Anson by the United States Committee for the United Nations. 
Committee is trying to enlist support of all industry in behalf of the U.N. 


GOOD NEWS ON THE CALENDAR: December has one more pre-Christmas shopping day than 
last year. Retailers polled by the New York Herald Tribune anticipate 
the extra day will boost Christmas sales by an average 3 per cent. 


SOME LAST-MINUTE YULETIDE SALES IDEAS .. . promote gift certificates ... 
advertise night openings for customers who can't make it during the day 

. « « have a special "unusual gifts" section for discriminating and/or 
befuddled customers. 





MANUFACTURERS ENJOY SALES PICKUP. New York and New Jersey makers feel sales for 
the last six months of 1958 will more than make up for a slow first half. 


Talk generally is optimistic. Retailers are buying, but with caution. 


SALES OF DIAMOND RINGS HAVE JUMPED THIS FALL, despite a weak spring. Retailers 
are playing it close to the vest, are buying the rings as they need then. 


THE WATCH FASHION PARADOX: JEWELED LEVER MOVEMENTS IN BASE METAL CASES. The cos- 
tume jewelry timepieces also use simulated precious Stones. Pin lever 
makers are playing up quality. Some designers are uSing karat gold cases. 


LOOK FOR A COLORFUL SPRING IN WOMEN'S DRESS. Fashion designers are using jewel 
tones--blue, green, rose and yellow--in fabric colors. These invite 
sale of jewel-colored accessories. Pins should be big. November issue 
of Harper's Bazaar keyed women's dress to precious jewelry creations. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1958 





The JEW 





Winston gives Hope diamond to U. S., 
would like “first ladies” to wear It 


A tall, shaggy mailman with 
badly worn trousers eased through 
a waiting crowd of 200 into a bed- 
lam of photographers and Wash- 
ington notables. He hesitated, 
gulped, then wormed his way into 
the glare of TV floodlights. 

Thus began the noisy, camera- 
popping half-hour in which the 
sapphire-blue Hope diamond was 
presented as a gift from gem 
dealer Harry Winston to the na- 
tion’s Smithsonian Institution. At 
the end of the ceremony, the Hope 
was maneuvered into its bullet- 
proof, spotlighted display case in 
the new Gems and Minerals hall in 
the Natural History Building. It 
will lie in state there as the Smith- 
sonian’s prime attraction for the 
3 million visitors who come each 


yea r. 


Maybe Mamie’d Wear It 


Winston himself was not at the 
presentation (Lloyds of London, 
which insures him, frowns on pic- 
tures and public appearances). 
Talking with a representative 
of JC-K at his New York office, he 
suggested: Why shouldn’t the 
Hope necklace be regarded as the 
start of an American treasure- 
house of “state jewels’? Why 
shouldn’t the President’s wife wear 
these jewels at gala functions? 
Winston will discuss this idea with 
some of his clients who own fa- 
mous gems, and try to interest 
them in contributing their stones 
towards a National Jewel Collec- 
tion. 

Dr. Leonard Carmichael, Insti- 
tution secretary, said that the 
Hope already makes the museum’s 
gem collection the greatest on pub- 
lic display. Winston had been toy- 
ing with the idea of giving the 
Hope to the U. S. since 1949 when 
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he purchased it from Washington 
hostess Evelyn Walsh McLean. He 
has passed up numerous sale of- 
fers, and refrained from recut- 
ting it. 


“A Reverent Connoisseur” 


What ilk of man is it that 
chooses to give this fortune away ? 
(The Hope has been valued at 
$150,000 to $2,000,000.) Life mag- 
azine, in an article in 1952, called 
Winston “an exacting man... an iia : . 
. ip | ie STEEL BLUE AND FOREBODING: 
Innovator in a Stald and tradition- This is the Hope, shown actual size, 
wrapped business. Now 58 years most of whose owners since 1642 
old, Winston has a private jewel have been ill-fated. Stone is oval, 
weighs 44', carats, is valued by some 
experts at $500,000. 


6 


collection second only to the Brit- 
ish crown jewels. In the business 
since he was 19, Winston is consid- from his own instinctive love for 
ered by his competitors as auda- fine and rare stones. 

cious, shrewd, cat-quick. He Life called him a “reverent con- 
learned the in-fighting arts of buy- noisseur,” with an encyclopedic 
ing and trading gems partly from memory of gem colors, shades and 
his jeweler father, and also partly unique fires. His guarded offices 


~. 


THROUGH WIND AND RAIN ... The Post Office delivered costly Hope 
through the mails for $151.25. Here, Mrs. Harry Winston presents the gem 
to Dr. Leonard Carmichael, secretary of the Smithsonian Institution. (Winston 
himself was “unable to attend’—insurance firms, to whom he pays some 
$100,000 yearly, would rather not have his face too well-known.) Looking on 
are son Ronald Winston and George S. Switzer, Mineralogy curator. 





on E. 5lst St. in New York have 
been host to the world’s top roy- 
alty, but he treats even the casual 
shopper with courtesy and dignity. 
His business operations span three 
continents, employ more than 600 
people. 


Hope History—A Deadly Trail 


The monumental ill-fortune that 
has befallen many of the Hope’s 
owners and wearers seems to defy 
the laws of pure coincidence. 

French adventurer Jean Taver- 
nier, Who bought or stole a huge 
blue diamond in India in 1642, lost 
the fortune he received from sell- 
ing it to Louis XIV, was killed by 
a pack of dogs in India trying 
vainly to recoup. Louis XVI, who 
inherited it, and Marie Antoinette, 
who wore it, were beheaded. A 
Princess de Lambelle sported it, 
was later torn to pieces by a 
French mob. 

The stone, already cut from 112 
carats to 674%, by King Louis, dis- 
appeared during the French Revo- 
lution in 1792, turned up in Lon- 
don in 1830, by then shrunk to 
44% carats. English Banker 
Henry Thomas Hope bought it: his 
wife soon left him, his son died in 
abject poverty. 

In 1900 it was sold to a Turkish 
sultan, to be worn by his harem 


favorite. While she was modeling 
it one day, he shot and killed her, 
later lost his throne. The gem was 
placed on the market after the re- 
volt of the Young Turks in 1911, 
was quickly snatched up by Wash- 
ington Hostess Evelyn Walsh Mc- 
Lean. 

McLean’s son was killed in an 
auto crash; her husband, a builder, 
died in a mental institution after 
being involved in the Teapot Dome 
scandal during Harding’s adminis- 
tration; her daughter died in 1946 
of an overdose of sleeping tablets. 
Mrs. McLean died in 1947, and 
Winston bought her huge gem es- 
tate, including the Hope and the 
98-carat Star of the East, in 1949. 


Connecticut jewelers 
win both top prizes in 
RJA membership drive 


The Connecticut Retail Jewelers 
Association swept both of the $250 
first-place prizes for signing up the 
biggest percentage of new members 
in the Retail Jewelers of America 
membership drive, which ended 
Nov. 10. 

‘The initial prize offered by RJA 
was for the association which 
achieved the greatest actual per 
cent increase in number of dues- 





Canadian 24 Karat Club has first annual banquet 
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paying members. Basis for the 
judging was on membership noted 
for each state as of Sept. 1, before 
the drive began. A close second to 
Connecticut was the Arizona Retail 
Jewelers Association. 

Second of the prizes offered was 
for the largest per cent signed up 
from names on the prospect list. 
The lists were provided each of the 
33 state affiliates by the national 
association. The total prospect list 
drawn up by RJA was about 18,- 
000. The North Carolina group 
was second in this category. 

Ultimate goal of RJA is 10,000 
members. 

Chairman of the membership 
drive was Howard I. Michaels of 
New Haven, Conn., a vice-president 
and a director of RJA. Other com- 
mittee members, all RJA directors: 
Robert Abbott of Lowell, Mass.; 
Henry Ruhl of Harrisburg, Pa.; 
Lester Thomas of Findlay, Ohio; 
and Herman Wasserman of Louis- 
ville, Ky. Lee Isenberg is execu- 
tive secretary of the Connecticut 
RJA. 


Vigilance Committee 
asks FTC for stronger 
rule on deceptive pricing 


The Jewelers Vigilance Commit- 
tee wants to strengthen the jew- 
elry industry’s trade practice rule 
on deceptive pricing. It hopes for 
regulations as specific as those Just 
issued for the sun _ glasses in- 
dustry. 

Vigilance Committee 
present at the Federal Trade Com- 
mission hearings when the sun 
glasses industry rules were formu- 


members, 


lated, were impressed with Rule 5 
on “deceptive retail price represen- 
tations.”” They felt it was more 
effective than Rule 4 of the jewelry 
industry rules. Immediately after 
the sun glasses rules were issued 
Sept. 9, JVC asked the FTC to 
consider writing a similar regula- 
tion for the jewelry industry. 
The sun glasses rule, says JVC’s 


HEAD TABLE: From left at the banquet head table are: Albert C. Ashforth, P. Irving Grinberg, contains many 


president of the Canadian Chamber of Commerce; Henry Birks of Henry Birks lucid examples of illegal practices 
. Son, oy —93 of the Army “J N. Bradley, Bulova ne Co. board in comparative pricing, preticket- 
chairman; lan Mckenzie, president of the Canadian Jewelers Association: . bb ee tnt ' 
Robert Day, outgoing president of the 24 Karat Club; and Bertrand Gerstein, ing, “suggested” retail pricing, and 
new 24 Karat Club president-elect. Premier banquet was held Oct. 25 at the 
Royal York Hotel. Other new officers: Joseph S. Bliss, vice-president; Adam 
Purves, treasurer; and Raymond P. Brown, secretary. At a separate dinner 
the evening before, Day presented Bulova Watch Co. President John Ballard 
a sterling silver cup, replica of one given Queen Elizabeth on her recent 
visit to Canada. 


others. 

Before Rule 4 of the jewelry 
rules can be amended, FTC will 
have to hold special hearings for 
interested parties. 
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from 100-yard dashes on John Street, a boon to watchmakers 


“WE HONOR HENRY FRIED”: “We are gathered in be- 
half of the Horological Society of New York to honor 
Henry B. Fried,” said Sam Greenglass to a roomful of 
people Oct. 29 in New York. And then Greenglass and a 
dozen others told of Fried’s early days, when he was a 
watch materials man on John St., running races over 
lunch hour with his friend Sam Greenglass on crowded 
city streets; of his marriage and family. Big accom- 
plishments for Henry: he became the first licensed New 
York watchmaking teacher was the first executive 
secretary of HSNY, helped start its monthly publication, 
“Loupe” . instituted evening watchmaking classes in 
New York’s public schools helped start the Bulova 
watchmaking-extension courses ... was editor of the 


a 


e 
~ are 
‘> Se 
— ; 


> es = 


y"* 


; 


giant WMDAA watch materials catalog, now a sort of 
industry bible became horological consultant to 
“Jewelers’ Circular-Keystone” and to various manufac- 
turers. His awards are many. One of the most outstand- 
ing is the Distinguished Achievement Award (1955) from 
the United Horological Association of America. Speakers 
at the banquet included representatives from almost every 
national watchmaking group, long-time friends, and many 
grateful students. Gifts were just as diverse: a box of 
monogrammed golf balls, a flower pot clock, a 14K gold 
HSNY membership card, and inscribed bon-bon dish. 
Fried himself noted the value in honoring watchmakers 
at all levels for good performance, so that individuals 
will extend themselves for the industry. 


JC-K 
PHOTO REPORT 


A FRENCHMAN LOOKS AT THE WORLD WATCH SITUATION: Fred Lip, 
president of Lip Corp., French watch manufacturing firm, presented his opinions 
and predictions about the world watch market (see Briefly, pages 79-80, for 
Lip’s views) in a speech Oct. 6 before the Horological Society of New York. 


Shown at the dinner meeting, from 


left: Paul Jokelson, head of Watches of 


France information center in New York; Oliver E. Haupt, JC-K representative; 
Francois Pelou, U.S. representative for French press; Ralph Kalichman, Society 
officer; Fred Lip; Henry Fried, JC-K horological consultant; and Edmond Blanc, 


Lip’s U. S. representative. 


IT’S GOT BEAT: Popular 
Singer Jane Morgan gets a 
look at the Gruen Veri-Thin 
Executive model with Gruen 
Vice - President Frank M. 
Rogers. Miss Morgan select- 
ed the 6/32” as her choice. 
Slogan for the Veri-Thin 
series: “So thin... it will 
become the apple of your 
eve.” 


DO WE HAVE OPAL? DO WE! El- 
liott J. Glasser, 27, president of Pan- 
ther International, Ltd.. New York 
gem supply firm, inspects part of the 
world’s largest opal. Glasser bought 
the 125-pound stone from a Sydney 
gem dealer, who had purchased it 
from an aborigine, who had found 
the stone in an abandoned mine and 
was selling it chip by chip. Glasser 
said he will probably cut and sell the 
300,000 carats, which he estimates 
will bring $2 million. 





She Ve d A CL 


Designed for the space age 
with the traditional fine 
Chelsea precision move- 
ment inside, this new 
model is particularly suited 
to the modern home or office. 
Famous Chelsea 8-day, 11- 
jewel non-striking lever 
movement with micrometer 
regulator for accurate time- 
keeping. Gold-plated, solid 


a 7 
. 


brass case. Length 5°”; 





MJ&SA reelects Paisner 
president, plans 1959 
convention, trade show 


Progress was the watchword at 
the 55th annual meeting of the 
Manufacturing Jewelers and Sil- 
versmiths of America, Inc., at- 
tended by a record 300 stockhold- 
ers and guests at the Sheraton- 
Biltmore Hotel in Providence. 


Height 3%4” 

President-reelect Isadore Pais- 
ner noted the strides the organiza- 
tion has made in a number of 
fields. He cited the study now 


he Wisteria 


A subtle blend of modern 
simplicity and _ traditional 
elegance, this model is also 
gold-plated on solid brass 
case, with hand-engraved 
design. Numerals, dots and 
hands are bright gold on 
silver dial background. 
Chelsea 8-day, 11-jewel non- 
striking lever movement 
with micrometer regulator 
for accurate time-keeping. 
Length 8”; Height 51%”. 





Isadore Paisner 


being made of the industry’s man- 
agement and personnel practices 
to help in stabilizing the industry. 

He referred to the organiza- 
tion’s efforts to modify the Admin- 


istration’s radical free trade pro- 
gram. He drew attention to the 
Administration’s new group in- 
surance program. 

Paisner also cited pending ac- 


; tivities, including efforts to ex- 
PROUDLY INTRODUCES pand the domestic jewelry indus- 
TWO 


try’s export trade, and plans for 


a combined annual meeting, con- 
CONTEMPORARIES 


vention, and industrial exposition 
in Providence next year. 

Guest speaker was naval Cap- 
tain William C. Mott, military as- 
sistant to General Nathan Twin- 
ing, Chairman of the Joint Chiefs. 

Head table guests included Pais- 
ner; William A. Carroll, first vice- 
president; Olof V. Anderson, sec- 


ond vice-president; Max Jacoby, 
of fine clocks, write: third 
ine 


For complete description of these new 


creations in the famous Chelsea line 


vice-president; William E. 
Smith, secretary; Edson W. Saw- 
yer, treasurer; Paul Levinger, 
chairman of the Nominating Com- 
mittee; Capt. Mott; and Executive 
Secretary George R. Frankovich. 
A second tier included the 
Association’s past presidents. 





CHELSEA CLOCK COMPANY 


1298 Everett Avenue Chelsea 50, Mass. 
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Boston Jewelers Club votes Blackinton president 


CLUB IS 70 YEARS OLD: Meeting on Nov. 7 at the Statler Hilton Hotel, the 
70-year-old Boston Jewelers Club elected John R. Blackinton (front row, cen- 
ter) of R. Blackinton Co. its new president. Other officers in photo: (front row) 
Herbert L. Thomae of Charles Thomae & Sons Co., retiring president; Blackin- 


ton; Clarence Lund of Lund Jewelers, secretary-treasurer. 
Directors Leo J. Jimard of Holyoke, Mass.; S. Sydney DeYoung of J. 


Rear, left to right: 


DeYoung, Inc.; Walter L. Mutz of Chelsea Clock Co.; Sturgis C. Rice of Whit- 
ing & Davis Co.; and Ellsworth Read of Kettell, Blake & Read. Not shown in 


picture is Darwin Neumeister of 


president. 


Herbert L. Gardner dies, was 
with Kahn & Jacobson 44 years 


Herbert L. Gardner 


Herbert L. Gardner, 61 years old, 
for 44 
New York diamond importing firm 
of Kahn-Jacobson, Inc., died Nov. 5. 


vears an associate in the 


He was a member of the 24 Karat 
Club of New York and of the City 
Athletic Club. 

Surviving are his widow, a 


daughter, and two brothers. 


Missouri jewelers join with 
watchmakers for convention 


The Horological 
Missouri held their first joint con- 
vention Sept. 14-15 at the Hotel 
Governor in Jefferson City, Mo. 
Convention display booths were 
opened by the Missouri Mules, trav- 


Bigelow-Kennard Co., 


Association of 
Missouri and the Retail Jewelers of 


newly-elected vice- 


eling salesmen’s group. The Mules 
held a cocktail party and banquet 
with the jewelers and watchmakers 
as guests. 

Speakers were Dr. Dudley 
Thompson of the Missouri School 
of Mines, and Robert Crowning- 
director of eastern 
quarters for the Gemological Insti- 
tute of America. 

On Oct. 6, the 
group's board of directors installed 
Inman of St. 
Gibbs of 

Cay S. 
Springfield, vice-presi- 
Suiter of Kansas 
City, vice-president; Robert C. 
Walker of Charleston, secretary; 
and Frank J. Freund of Rock Hill, 


treasurer. 


shield, head- 


watchmaker 
these officers: Troy 
Louis, president; Deane 
Palmyra, vice-president; 
Smith of 
dent; James E. 


The jewelers’ group elected these 
officers: Q. R. Johnson of Louisi- 
ana, president; G. L. Christopher 
of Rolla, first vice-president; H. G. 
Butterfield, Jr., of Joplin, second 
vice-president; Carl Bartholme of 
St. Louis, third vice-president; and 
Clinton Holt of Jefferson City, 
retary-treasurer. 


SeCc- 


Wyler Watch opens new, 
bigger Swiss factory 
Wvler Watch 
Bienne, Switzerland, has 
operations in a modern new plant 
which will double the 
duction facilities. 


Ltd., in 
begun 


Factory, 


firm’s pro- 


& S. 





WE NETTED 
$62,000.00 
IN 14 DAYS 


Starr Jewelers in suburban Phila., 
Pa., for whom we conducted this 
special sale acclaimed these 
results as "MIRACULOUS". 
This is typical of the kind of 
action a Brill & Colmes sale gets. 
If you have any problems, big 
or small, in raising cash. liqui- 
dating, running an AUCTION 
or RETAIL sale, or just want to 
sell out for cas, let's talk it over 
and plan NOW. 

Write + Wire * Phone Collect 


No Obligation @¢ In Strictest Confidence 


BRILL & COLMES 


and Associates, Inc. 
Auctioneers and Sales Specialists 


45 West 45th St., N. Y. 36, JU 6-2334 
\ Members Jewelers Board of Trade 

















Jewelry Stocks Wanted 


Cash Within 24 Hours 
No Stock Too Large, Too Small 
Diamonds China Old Go'ld 
Watches Silver Platinum 
Jeweiry Antiques Fixtures efc 
CALL COLLECT for CONSULTAT N 


All Inquiries Strictly Confidential 


A. WEILER & CO. 
Estab'ished 1880 
5¢ MY. Finkelman Co.} 
Madison S?* Chicogo 2? Il 
OEarborn 2 3407 
MEMBER 
Diamond Dealers Club of New Yort 
Jewelers Board of Trade 
REFERENCE: 


Your Local Bank 


Telephone 














grown by Bs 
living | 
oysters 


ae . 


CULTURED | 
PEARLS @ 


NECKLACES and 
EARRINGS 
at attractive prices 


9 Maiden Lane, New York 38, N. Y. 


Precious Stones 
LOOSE OR MOUNTED 
IN APPEALING 


RINGS 

STAR SAPPHIRES 
CAT'S EYES 
EMERALDS 
SAPPHIRES 
RUBIES 

A Larae Selection 

of Choice Unmounted 


Semi-Precious Stones 
Memo Selection Sent Promptiy 


Allan Caplan 


£80 FIFTH AVE. 
NEW YORK 36, N. Y. 
PlLoza 7-1560 


WELCOME WAGON’S 


personal touch 
ASSURES YOU OF CUSTOMERS 


We make new customers for 

your jewelry store—retain 

old customers, bring back 

lost customers. The WEL- 

COME WAGON ‘HOSTESS, a respected 

member of your community — presents 

a personal greeting from you to your 

neighbors. We successfully serve more 
than 1100 jewelry stores! 

FOR INFORMATION, WRITE 


WELCOME 
WAGON 


BUILDING 
685 FIFTH AVE., NEW YORK 22, N. Y. 








ENCRUSTERS 


Stone and Gold Seal Engravers 
Drilling, Precious—Semi Precious Stones 


HARRY BRAUNFELD 


Encrusting over a quarter century 
108 FULTON ST., NEW YORK 38, N. Y. 








LAST 


ae Members and guests at the Oct. 20 
meeting of the Golden Circle Club in 
New York’s Rockefeller Center got a 
behind-the-scenes look at the world 
of boxing. Speakers were Julian Hel- 
fand, boxing commissioner of New 
York State, and Lester Bromberg, 
sports columnist for the New York 
World Telegram. Charles Lesser, 
chairman of the Golden Circle nomi- 
nating committee, reported’ these 
candidates for 1959: president, Louis 
Waldman; vice-president, George 
Kramer; treasurer, Carl Avner; sec- 
retary, Seymour’ Reich; financial 
secretary, Joseph Frier, Jr.; sergeant- 
at-arms, Sol Raskin; and new direc- 
tors Michael C. Fina, Vincent Mc- 
Kernin, and Mick Schwartz. George 
Kramer notes that the Christmas 
Party this year will be held Dec. 15 
at the Mayflower Hotel. 

e Helmut Roder, former partner 
with Frederic Mosell in Frederic 
Mosell Jewelry, recently opened his 
own store, Roder Jewelry, at 16 W. 
3Sist St., New York. 

se Miles E. Robertson is serving as 
chairman of the board of directors of 
Associated Industries of New York 
State, Inc. He is president of Oneida, 
Ltd., Silversmiths, Oneida, N. Y. 

s The new Hamilton Jewelers has 
been opened at 24 N. Broad St., Tren- 
ton. N. J. Irving Siegel is president. 
es Mr. and Mrs. John Mongillo have 
opened a new store at 12 Main St., 
Salamanca, N. Y. Both are watch- 
makers, and are graduates of the 
Bowman Technical School in Lan- 
caster, Pa. 

s Jay Jewelers has opened at 21 E. 
Independence St., Shamokin, Pa. 
Svdney Pearlman is owner. Mrs. T. 
Harvey Anthony is manager. 

se Members of the 24 Karat Associa- 
tion of Western New York met for 
their regular monthly meeting Oct. 
28 at the Hotel Lafayette, Buffalo, 
N. Y. A board of directors meeting 
preceded the membership meeting. 
W. Ray Hoover of W. Ray Hoover 
Manufacturing Co. spoke on the ex- 
tra sales and profit potential in spe- 
cial order work. 

ae (€. Harry Martens was honored 
Oct. 7 for his 50 years of service 
with B. A. Ballou Co., Providence 
findings maker. Martens joined the 
firm as an errand boy at age 15, rose 
to his present post as New York 
office manager. 

» Members of the Watchmakers’ As- 
sociation of New Jersey, Inc., met 
Oct. 14 at the Irvington House, Ir- 
vington, N. J. Guest speaker was 
John M. Farrell, a vice-president of 
the Horological Institute of America, 
who spoke on electrical timepieces. 


ah 


The group held its annual dinner 
dance Nov. 2 at the Club Diana in 
Union, N. J. 

es James J. Finnerty, of the jewelry 
manufacturing shop of Tiffany & Co. 
in New York, was dinner dance direc- 
tor during the dedication ceremonies 
Nov. 18 for the new Chapel to St. 
Patrick’s Cathedral at 487 Park Ave., 
New York. Television Star Ed Sul- 
livan was toastmaster at the dinner- 
dance. The Bob Eschman orchestra 
provided music for dancing. Affair 
was held in the grand ballroom of 
the Hotel Commodore. Name of the 
new edifice is the Chapel of Saints 
Faith, Hope and Charity. 

#» The Sansom St. Businessmen’s As- 
sociation, 100-member jewelers’ group 
in downtown Philadelphia, held its 
38th annual banquet Nov. 6 at the 
Latin Casino night club. Officers re- 
ported the Association has been in- 
strumental in acquiring additional 
police protection for the Sansom St. 
area during the Christmas buying 
season. 

® Harry D. Henshel, vice-chairman 
of the board of Bulova Watch Co. 
and a retired Army colonel, recently 
returned from a special mission in 
the Middle East and Europe for the 
National Jewish Welfare Board (with 
Department of Defense orders). He 
lauded the exemplary behavior of 
American troops in Lebanon “under 
extremely sensitive conditions.”’ 

s The Twenty Five Year Club of 
S. Kind & Sons and other employees 
of the large Philadelphia firm honored 
their silver buyer, Herbert C. Wend- 
ler, for his 50 years of service. Wend- 
ler was toasted at a dinner Oct. 28, 
was presented many gifts. Also hon- 
ored: Frank D. Huder, watch buyer 
(40 years), and nine other employees 
who had served 35, 25 or 20 years. 

e Mr. and Mrs. Harry Burke have 
opened a new designing and jewelry 
manufacturing firm, House of Giuli- 
ani, at 1726 Chestnut St., Philadel- 
phia. Both Burkes have taken courses 
offered by the Gemological Institute 
ot America. Mr. Burke is president of 
the Philadelphia Gemological Study 
Group, which has some 40 members. 

es Dave Sweig has opened the Jewel 
Box at Thornridge Shopping Center, 
Bristol, Pa. Sweig formerly operated 
a store in the Levittown Shopping 
Center. 

es The Crosby Jewelers chain opened 
its newest addition in September in 
Vineland, N. J., at Sixth St. and 
Landis Ave. Name is the “Corner 
Store.”’ Crosby has been in the jew- 
elry business in Vineland for 12 
years. Manager is Maynard Love; 
Edward Giovinazzi is his assistant 


EWELERS' CIRCULAR-KEYSTONE, DECEMBER 1958 





NEW 


#® Members of the New England 
Guild, American Gem Society, met at 
the Hotel Commander in Cambridge, 
Mass., Nov. 13. Harry Ogden spoke 
on “The Technique of Jewelry De 
signing.’ Next meeting: Jan. &. 

» Teams of the Boston Jewelers 
Bowling League will stop rolling dur- 
ing December, will resume the first 
Tuesday of January. At the half- 
way mark, there was a close race for 
top place between the I. Alberts’ Sons 
and Gordon Brothers teams. 

# Members of the Diamond Peacock 
Club gathered for their annual meet 
ing and election of officers at the 
Parker House in Boston Oct. 24. 
Richard “Dick” Moore of Edmund W. 
Kirby Co. was elevated from the vice 
presidency to president, succeeding 
Robert Abbott, of Wood-Abbott Co., 
Lowell, Mass., who was named to the 
board of directors. Other officers 
elect: William G. Webber of Handy 
& Harman, vice-president; Oscar Zalff 
of Smith & Zaff, treasurer; and 
teginald J. White of J. J. White 
Manufacturing Co., secretary. 

e R. V. Hartman, Senior Methods 
Engineer at Hamilton Watch Co.. 
spoke at the Oct. 21 meeting of the 
Horological Society of Massachusetts 
on “The Watchmaker’s Role in the 
Electric Watch Picture.” Three new 
members were welcomed to ihe So 
cletvy: Daniel L. Usher of Worcester, 
Mass.; Gilbert Bouvier of Somerville, 
Mass., and L. F. Bouvier of North 
Wilmington, Mass. 

#® Don Parker, formerly with D. C. 
Percival & Co. in Boston, is now 
covering the New England territory 
for the Boston branch of Swartchild 
& Co. Ronald Doyon, formerly with 
Nicholson & Ryan, 
also has joined Swartchild’s New 
England sales staff. 

# Harry Rosen has opened a new 
jewelry store, known as Parke Jewel 
ers, at 29 Church St., Whitman Cen 
ter, Mass. Theodore “Ted” Miller is 
manager. 

e Tifton Jewelers, with headquarters 
in Bridgeport, Conn., has moved its 
New Haven store to &33 Chapel! St... 
adding about six times the sales space 
of the old location. Manager is L. J. 
W hite. 

» Mort Herman has 
about doubled the size of 
Jewelry, Oxford, Mass. 

#® Paul Kjallender, formerly with Hill 
Jewelers, Sudbury, Mass., is now a 


enlarged and 
Oxford 


co-owner of Derby Jewelers in Cam- 
bridge, Mass. 

e# A. L. “Bud” Ahearn, formerly with 
Campbell Jewelry, Cohasset, Mass., 
has opened his own store in North 
Scituate, Mass. 


Augusta, Me.. 


ENGLAND 


es Arthur Martin, Northboro, Mass., 
recently moved from 16 Main St. to 
the very center of town at 13 W. 
Main St 

=» Henry Kamlot Co., Washington 
Bldg., Boston, has purchased the en- 
tire stock of Sessions and Telechron 
electric clock parts from the estate 
of the late Samuel Freeman, 304 
Washington Bldg. 

# Charles Ross, formerly with Travis- 
Farber Co. in Boston, and for the 
past two years in California, has re- 
turned, is now with Boston Clock Co., 
14 Bromfield St. 

=» Bernard Starr, owner of Joyce 
Jewelers, North Quincy, Mass., has 
remodeled his store, added new fix- 
tures, and doubled his selling space. 
es Richard Gold has purchased the 
Arthur D. Bastien jewelry store in 
Williamstown, Mass. 

ws Herbert Gann, formerly with his 
father Joseph Gann at 404-407 Wash 
ington Bldg., Boston, is back with 
the firm after two years with the 
armed forces in Germany. 

“Ed” Egan, eastern Massachusetts 
representative of Hamilton Watch 
Co., was among the top winners in 
the Boston Radio Station WBZ golf 
tournament with a_ par-breaking 
score of 68. Match was held at the 
Oakley Golf Club, Watertown, Mass. 
# Burton Haverly, for the past six 
vears with Andy’s Jewelers in Nor- 
wood, Mass., has purchased the Rus- 
sell O. Ferguson store, Walpole, Mass., 
and will operate it as the Haverly 
Jewelry Store. 
® Leonard Rotenberg and Harry 
Limer, co-owners, have opened a new 
store at 181 Wayland Ave., Provi- 
dence, R. I. Name is Reliable Gold, 
Ltd. Store will specialize in antique 
and unusual! estate jewelry. The firm 
now operates outlets in Hollywood, 
Kla., and Plymouth, Mass. 

#® Armand C. Lapointe has sold his 
jewelry store at 325 Main St., Hol 
voke, Mass., to jeweler Eugene F. 
Meunier. Meunier will move his own 
business to the Main St. location. 

e Gagnon Jewelry has moved to 
Water and Court Sts. in Waterville, 
Me. 

e Mr. and Mrs. Jack Neustaedter 
Newstadt 
modern larger quarters at 12 Main 

Norwalk, Conn. 


have opened Jewelers in 


es Jewelry makers in the Providence 
area report the fall season is picking 
up. Employment is running slightly 
below last year, but shippin= through 
the Jewelers Shipping Service hit a 
olume record for the week of Aug. 

Total poundage shipped was 1,187, 
ate B 


Lye lite 


eC ARCEABLE 


This revolutionary new flashlight is the 
perfect gift item appealing to everyone! 
Handsomely designed in two-toned grey 
and golden finish. A natural impulse sel- 
ler . . . grea? traffic builder! Life-Lite re- 
charges when plugged into AC ovtlet. 
Never corrodes! A profitable, nationally 
advertised product. 


"TM. of Guiten industries, inc 5 2 


NEVER 
NEEDS 
BATTERIES! 


Tel MY ae bd ed \ 


CONTACT YOUR WHOLESALER 
TODAY OR WRITE 


Alkaline Battery Division 


ulton Industries, Inc. 


212 Durham oO | Metuchen, NJ 








DIAMOND LINE 
WANTED! 


—Top mounted and semi- 
mounted fine of firm with 
strong financial position, able 
to carry accounts. Have excep- 
tional following with cash and 
wholesalers. 
Den- 


producer. 


credit retailers, 
other merchandise-users, 
ver west. Proved 
Please reply only if your line 
has a commission potential 


$25.000 a year and up. 


Full background information 


will be supplied, gladly, and 
your inquiry will he treated 


W rite 


complete confidence. 


Box C., 4602, JC-K 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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WT, sales 
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=| A —y Rings. The new !4K gold 
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rings by Certified are de- 
signed to sell on sight 
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IN NEW ORLEANS 
ANTIN’S WILL PAY 
MORE FOR YOUR 


Antique Jewelry 


pm because Antin's is located in a 
city that has for several centuries | 


specialized in Antique Jewelry, 


Fine Silver and Objects of Art. | 


BR New Orleans is a “ready mar- | 


ket'’". Convention Visitors crowd 


this city daily. They look for | 


antique items and buy them, too! 


Watches Wanted—Any Make or Age | 


Highest prices are paid for Antique | 


Jewelry, Watches, Platinum, dio- 
monds, Sterling, etc. Your package is 
kept aside, for 10 days, subject to 
your approval of our remittance. 


Ref: Dun & Bradstreet; Whitney National 
Bank, Morgan Branch, New Orleans, La. 
Jewelers Board of Trade 


ANTIN’S 114 Baronne Street 


New Orleans 12, La. 
Antiques and Antique Reprodactions 








You Can Bank On 


McGRAW 


Silverware Chests 


No. 996 


For steady, year round 
profitable sales. 


Choose from a wide vari- 
ety of styles and sizes to fit 
any plan for sterling, plated- 
and stainless 


ware promo- 


tions. 


Write today for illustrated 


brochure. 


McGraw Box Company 


INCORPORATED 


McGRAW . NEW YORK 
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s The board of directors of Jaccard 
Jewelry Corp., nationally-known fine 
jewelry firm in Kansas City, Mo., has 
elected new officers. Walter B. Jac- 
card remains as president. Arthur F. 
Lindeman, former secretary, is new 
vice-president, succeeding Roy 5S. 
Latham, who died Sept. 16. Carl T. 
Smith, former treasurer, has also 
been named a vice-president. T. Nel- 
son Page is new secretary; W. Rus- 
sell Steger is treasurer. Jaccard was 
founded in Missouri 129 years ago, 
has been at 1017 Walnut St. in Kan- 
sas City for more than 50 years. 

s Binsfield Jewelers has reopened in 
St. Cloud, Minn. Old store was de- 
stroyed by fire last year. 

ws Alvin’s Jewelers has opened in re- 
modeled quarters at 1204 Main St., 
Kansas City, Mo. 

s Scott McLean has opened McLean’s 
Jewelry at 22 E. Milwaukee St., 
Janesville, Wis. McLean has been in 
the jewelry business for 10 years, will 
continue to operate his jewelry de- 
partment in J. M. Bostick & Sons de- 
partment store. 

s Don Becraft of Moberly, Mo., has 
bought the watch and jewelry depart- 
ment of T. W. Kamp Jewelry Co. 
Becraft has been employed by owner 
T. W. Kamp for five years. 

# Gerber Jewelry has moved from 147 
S. Main St. into the building south 
of the Pekin, Ill., First National 
sank. John Brummet, graduate of 
the Bradley University School of 
Horology, will be the new watch- 
maker. Brummet replaces Gene Bra- 
ham, who plans to open a jewelry 
store in Elmwood, III. 

= The name of Henry’s Jewelry Store 
in Jacksonville, Ill., has been changed 
to Allen’s. Owner William A. Allen 
purchased the store five years ago. 

# Henry M. Brill, who has been a 
jeweler in Beloit, Wis., for more than 
half a century, recently retired and 
sold his business. Watchmaker Brill 
estimates he has repaired 50,000 
timepieces during his career. 

» The Chicago Jewelers Associa- 
tion’s first fall luncheon was _ held 
Oct. 16 at the Palmer House. Some 
13 past presidents were present. 

a The Golden Roosters held their An- 
nual Stag Nov. 19. The slate of 1959 
officers: 

Sidney Galler at Lasko Strap Co., 
Chanticleer; Melvin Goldman, attor- 
ney, Keeper of the Nest Egg, and 
Fred J. Hartel, of Elgin Watch Co., 
Scratcher. 

e Fred C. Dreher has sold his jew- 
elry store at Crystal Lake, IIl., to 
Stan Salmons, who had been employed 
by O’Dells of Waukegan, III. 

=» Five new members have been ap- 
proved by the directors of the Chi- 
cago Jewelers Association. They are: 


WES | 


Hadley division of Elgin National 
Watch Co.; Baraso & Blasi, Newark, 
N. J.; Award Emblem Manufactur- 
ing Co., Chicago; Carl Art, Inc., 
Providence, R. I.; and Watchbands, 
Inc., North Attleboro, Mass. 

s Harris Jewelers at 116 N. Broad- 
way in New Philadelphia, Ohio, has 
been sold. Harris was one of the 
stores owned by Jerric, Inc., 869 Rei- 
bold Building, Dayton 2. Jack E. 
Potasky is president of Jerric. 

= Mayor’s Jewelry Co. opened in 
October at the Swifton Shopping 
Center, Cincinnati, Ohio. Store man- 
ager Aaron Austin and firm presi- 
dent Nathan Zeff were present. There 
are six stores in Mayor’s Jewelry Co. 
# Carl Frautschi and John Charter, 
first vice-president and former presi- 
dent, respectively, of the Illinois Re- 
tail Jewelers Association, have signed 
up the following new members: Don 
E. Hampton, Mattoon; Nell Logan, 
Arcola; B. M. Hall, Tuscola; Vaughn 
H. Oberlink, Farmer City; J. D. 
Roche, Mattoon; E. S. Nichols, Monti- 
cello; Gerald Vogel, Clinton; and 
C. P. Coon, Charleston. 

# Sam Peroni has been named man- 
ager of King Jewelry’s new store at 
3315 Belmont St., Martins Ferry, 
Ohio. He has been in the jewelry 
business for 10 years. 

se Thomas Canton, veteran Columbus, 
Ohio, jeweler, has sold his store at 
2448 N. High St., has opened a new 
store in Central Point Shopping Cen- 
ter in Columbus. 

= Lowell S. Hamburg, vice-president 
of Lords Jewelers in Marion, Ohio, 
has been elected a director of the Dia- 
mond Council of America. 

ws Gerald Simmons has been named 
manager of Rost Jewelers & Silver- 
smiths in the Eastgate Shopping Cen- 
ter in Indianapolis. He has been in 
the jewelry business for 15 years, 
has been with Rost for several years. 
s Paul E. Parker has been named 
manager of Reed’s Jewelers in Rock 
Island, Ill. He has been in the jew- 
elry industry since World War II. 

= The Greater Detroit Jewelers As- 
sociation held a dinner meeting and 
election of officers Nov. 4 at the Cal- 
vert Catering Co. 

a Meyer Jewelry Co. in Detroit has 
purchased two other Detroit firms, 
Square Deal Miller, Inc., and Harper 
Square Deal Miller, Inc. The firms’ 
jewelry division has been moved into 
the Kern department store, will be 
known as the Square Deal Miller Gal- 
lery of Jewels. 

s Marshall Alvin Lauschke, 
Vince Newman and Fred Hertel rep- 
resented the Chicago Jewelers Asso- 
ciation at a Better Business Bureau 
dinner Nov. 12. 
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o H. J. Webb, Jeweler, has moved 
into the waiting room location in 
Union Station, Nashville, Tenn. 

s Harry Berman of Berman Jewelers 
in Wilmington, N. C., has been named 
an honorary colonel on the staff of 
A. B. “Happy” Chandler, Kentucky 
governor. 

a Madison Jewelers in Madison, Fla., 
has remodeled its store and has added 
new lines of merchandise. Roy Morris 
is owner. 

a Friedman’s Jewelers has opened a 
branch store in the Pleasantburg 
Shopping Center, Greenville, S. C. 

= Henry Kaye Jewelers has opened 
at 3235% N. Caldwell St., Charlotte, 
N. C. Kaye was formerly associated 
with another Charlotte jewelry firm. 
= United Wholesale Jewelers and 
Distributors has moved to Crockett 
and Market Sts. in Shreveport, La. 

® Oliver A. Jenkins, a vice-president 
of the Retail Jewelers of America 
and owner of several jewelry stores 
in and around Jacksonville, Fla., has 
been named chairman of the 1959 
Cancer Crusade in Jacksonville. Jen- 
kins served as Duval County chair- 
man for the Crusade in 1957. He is 
currently also president of the Uni- 
versity Council for Jacksonville Uni- 
versity. 

e Homer A. Speaker, manager of 
Melart’s Jewelers in Martinsburg, W. 


SOUTH 


Va., has been awarded a diploma in 
Theory of Gemology by the Gemolog- 
ical Institute of America. 

e Howard Koerpel, advertising di- 
rector of The Jewel Box store chain 
in Virginia, recently conducted a 
series of small business management 
clinics is Pearisburg and Rocky 
Mount. Clinics, held in conjunction 
with the Distributive Education Ser- 
vice of Virginia, help small business- 
men to get a working knowledge on 
various subjects. 

es Elesay Jewelers has opened its sec- 
ond store at 616 Market St. in Chat- 
tanooga, Tenn. 

= Melton R. Davis, vice-president of 
Schwarzschild Bros. in Richmond, 
Va., was honored recently at a testi- 
monial dinner for his 35 years of ser- 
vice with the large firm. Party was 
given by firm employees. 

e Ford, Gittings and Kane, newest 
jewelry store in Rome, Ga., has open- 
ed at 312 Broad St. Bill Ford is pres- 
ident. 

s The dinner-dance held by the Jew- 
elers Association of Baltimore, Oct. 
8, at the Belvedere Hotel was at- 
tended by 163 jewelers. 

# Roberts Jewelers has opened its 
9th branch store, in Baltimore’s West- 
view Shopping Center. Manager is 
Benjamin J. Scherr. He has been 
with the firm 10 years. 


a SOUTHWEST 


# The board of directors of the Texas 
Jewelers Association met Oct. 5 in 
San Antonio. 

ws Zale Jewelry Co. has been admitted 
to trading its 1,536,408 shares of 
common stock on the American Stock 
Exchange. Ticker symbol is ZAL. 

ws Ditmore Jewelry Co. has opened a 
new branch at 102 Texas St., El Paso, 
Tex. Owner Odie Ditmore also op- 
erates stores in Sunrise and Lake- 
side shopping centers and in Deming, 
Tex. Manager of the newest branch 
is Max Epstein. 

# Theophile Kazmerchak, certified 
horologist and resident of Rawlins, 
Wyo., for the past 35 years, has re- 
tired. 

s Jim Hamm Jewelers opened re- 
cently in Chelsea, Okla. John Jarvis, 
formerly of Tulsa, is manager. 

# Fred Hutchinson of Duncan, Okla., 
recently observed his 12th anniver- 
sary in the jewelry business. He op- 
erates Gem Jewelry at 201 W. Main 
St. 

ws Ozona Jewelry in Ozona, Tex., was 
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purchased recently by Mrs. Louise 
Caruthers. Former owner was Wes- 
ley Sawyer. 

es Leo J. Weber is new assistant in 
the diamond department of Gilder- 
meister’s in San Antonio, Tex. Weber 
assists Carl Gildermeister. 

» An amendment to the Oklahoma 
City, Okla., ordinances governing auc- 
tion sales was passed recently by the 
city council. It hits at “Dutch” auc- 
tions, sometimes called “action sales,” 
in which the auctioneer names a top 
price for an item and then continues 
to drop the price until he finds a 
taker. New law calls for licensing of 
all auctioneers, prohibits use of terms 
“auction sale,” “action sale,” or simi- 
lar terms in advertising the sale of 
personal property other than a bona 
fide auction. 

= The Sabine Area Guild No. 10 of 
the Texas Watchmakers Association 
entertained members’ wives at a re- 
cent dinner meeting in Port Arthur. 
ws The executive board of the Texas 
Watchmakers’ Association recently 
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quality 
beauty and 
elailit-tale—me- hae 
aalele(-ia-8¢-ms ola lel— 


; | (| it INC. 


1311 LOMBARD \ STREET, 
PHILADELPHIA 47, PA. 








importers o* 
ENGLISH CHINA 
and 
EARTHENWARE 
stock and Impwrt 


FONDEVILLE & CO. INC 


140 5th Ave... New Yert (6. NY 
AL 4-104 














MADDOCK & MILLER, INC. 


CROWN DUCAL Dinnerware FOLEY Bone China 
MASON'S Ironstone Ware BELLEEK China 


129 Fifth Avenue, New York 3, N. Y. 














WEDGWOOD 


Bone China Dinnerwore, Queen's Ware 
Jasper and Block Basalt 


Trade-Mark WEDGWOOD 


JOSIAH WEDGWOOD & SONS, INC. 
24 East 54th Street New York City 














HARWILL Associated Auctioneers, 


exclusive jewelry auctioneers. Our service to 
you! To uphold your reputation and increase 
your cash reserve in shortest possible time 
CONFIDENTIAL CORRESPONDENCE ASSURED 


WRITE: TOWN HOUSE (BOX 827) 
Phone: Atlantic City 5-3609, Ati. City, N. J. 








89 





More Profit with 
ideal System 


Sample entries show 
how to keep this simple record. 


Designed Especially for JEWELERS 


You'll see where to cut costs, where your 
best profit opportunities are, when you 
keep your business and tax records in 
this easy “do-it-yourself” book. No 
bookkeeping experience needed. Especi- 
ally designed for jewelers and watch- 
repairers. Used in thousands of Jewelry 
stores. From America’s largest publish- 
ers of simplified bookkeeping systems. 
Recommended by bankers and account- 
ants. Order from your stationer, $3.50 
and up. If he doesn’t stock, write for 
full information to The IDEAL SYSTEM 
Company, 2437 West Pico Blvd., Los 
Angeles 6, California. 
Now at most Stationers 





y rg” " 
WANTED 
" y "% vy v % 
JEWELRY LINE 
y ’ ia hf 
MIDWEST 
Top salesman, ten years experi- 
ence selling better Jewelry, De- 
partment, and Women’s Specialty 
Stores wants companion line for 
top prestige Rhinestone line. Must 
be worth five figures commission. 
ADDRESS 
“"C.. 4580." care of JC-K 











TOR W@W wat 
CHARMS 


Seld only direet te Retailers 


WELLS MFG. CO. ATTLEBORO, MASS. 





EARN EXTRA MONEY! 
Sell your customers the idea of cutting their own 
Gems or Making Jewelry and you will have sold 
them equipment, tools and supplies to do it with. 
We've been doing it for the past 25 years. 
Get the bible that tells you how, the 340-page 
Grieger Encyclopedia (2000 pictures). SEND FOR 
FREE INFORMATION. No obligation. ACT NOW! 


GRIEGERCS ENG 18335. Walrut street 











voted 100 per cent affiliation with 
H.I.A. for 1959. This means, accord- 
ing to President William F. Truett, 
that TWA members get both state 
and national membership for a single 
fee. 

es An official Watch Repair Price List 
has been approved by the executive 
board of the Texas Watchmakers’ As- 
sociation. List is in the process of 
being printed, will be distributed to 
all TWA members. 

es Henry A. Abbey has been named 
assistant manager of Zale Jewelry 
Co.’s store in Corpus Christi, Tex. 
Abbey has been on the Zale sales 
force. 

es The Texas Watchmakers’ Associa- 
tion recently accepted an invitation 
from the San Antonio Watchmakers 
Guild to hold its 1959 convention 


June 14-15 in San Antonio. 


e TOLA Tumbleweeds recently pre- 


re 


sented these three awards: Advertis- 
ing, to Kenneth Weil, for making the 
greatest contribution toward success 
of the TOLA Tumbleweeds Buyer’s 
Guide and Membership Roster, publi- 
cation of TOLA; Membership, to Joe 
Higginbotham, III, for making the 
greatest numerical contribution in 
new members; Service, to Ben Wald- 
man, who made the greatest con- 
tribution to the organization in gen- 
eral and whose efforts and accom- 
plishments have served the individual 
members of TOLA, and for efforts 
unselfish in motive reflecting devotion 
of time. 

s R. B. Raymond has resigned as ex- 
ecutive editor of the Texas Watch- 
makers’ publication Southwest Watch- 
maker and Jeweler. S. E. Lowe suc- 
ceeds Raymond. Lowe has been in 
charge of advertising, publication, 
and distribution for the magazine. 
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es Fred Peterson, who formerly oper- 
ated a Los Angeles jewelry store for 
more than 20 years, has opened a new 
store at 5208 Monte Vista St. in Los 
Angeles. 

e Regular meeting of the board of 
directors of the California Retail 
Jewelers Association was held Nov. 9 
at the Sheraton-Palace Hotel in San 
Francisco. 

s Lindemann Jewelry Co. in San 
Francisco has used an information 
newspaper column to advertise “Jew- 
els for the Opera.”” Ads coincide with 
the opera season opening there. Col- 
umns include advice on when and 
where to display jewels, suggestions 
for dramatic use of jewelry, trends 
in new jewelry for fall. 

es Jeweler Warren K. Billings of 1095 
Market St., San Francisco, retired 
recently. His retirement plans _in- 
clude collaboration on a biography of 
Tom Mooney. 

es Crescent Jewelry Co. opened an 
other store at 4000 El Cerrito Plaza, 
Kl Cerrito, Cal. Store manager is 
Herbert Dimmerman. The chain in 
cludes seven other’ stores, was 
founded in 1935 by Victor H. Graber. 
A planned new store will be located 
in Alameda. 

e |’. H. Noble & Co. has moved from 
151 Mission St. to new and large) 
quarters at 659 South Van Ness Ave. 
in San Francisco. The firm manu 
factures “Trophies for Champions.” 
a Jack Domito, manufacturers’ repre- 
sentative for New Hermes, and for 
i’. H. Noble & Co., has moved from 
Sun Francisco across the Bay to 
Orinda. He now lives at 532 Moraga 
Way. 

# Sowers Watchmaking School in 
San Jose, Cal., has added a course 
in Industrial Mechanics. Course will 
be 360 hours, will teach how to han- 


dle small parts in assembly opera 
tions, use small hand tools, and 
manufacture small metal parts. 

# Al Proom of Gump’s in San Iran- 
cisco won the grand prize recently in 
Reed & Barton’s “Diamond Pattern” 
window display contest. Prize: an 
all-expense-paid round trip to Italy 
for two. Wood Jewelry in Santa 
Paula won first prize in cities of less 
than 15,000 population. 

# William F. Harrison, formerly with 
the engineering division of Elgin Na- 
tional Watch Co., is now watchmaker 
for Bahns Jewelers in Ventura, Cal. 
He is a graduate and former instruc- 
tor of Bradley University’s horology 
school in Peoria, Ill., holds master 
watchmaker status with the Horo- 
logical Institute of America. 

=# Leo Weisfield, president of the 
namesake jewelry chain firm in Wash- 
ington, Oregon and California, is 
chairman of a Washington state com- 
mittee organized to opnose the “right 
to work” measure before the state 
legislature. Weisfield said his commit- 
tee will organize business and indus- 
trial leaders and distribute informa- 
tion against the measure. 

= Monti’s Time Shop has opened in 
the Market House Shopping Center 
near Colton, Cal. Owner is B. F. 
Monti, who also has a store in Spo- 
kane, Wash. 

® Harold A. Carson has been named 
manager of the new branch store of 
J. Herbert Hall Jewelers in Santa 
Ana’s Square, Pasadena, 
Cal. 

e Johnny Toya of Toya Jewelers. 
Garden Grove, Cal., won the 1958 
State Nisei Golf Championship re- 
cently. 

# Homer and Evely Oliver have sold 
their jewelry store in Victorville, Cal., 
to David and Elma Jantz. 
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Executive Appointments 





Watch Co. Koch, 40 years old, has 
been with Elgin for 17 years. 





Yad Jeffery, director of advertis- 
ing at Bulova Watch Co. since 
Oct. 14, 1957, has been elected a 
vice-president of the firm. He will 
continue in his advertising post. 
He is also a member of the Opera- 
tions Committee. Jeffery was for- 
merly general advertising man- 
ager of Kraft Foods Co. in Chi- 


cago. 


DeWitt L. Alexandre and W. Fred- 
erick Mittendorf have been elected 
senior vice-presidents of Engle- 
hard Industries, Inc., Newark, 
N. J., refiner and fabricator of 
precious metals. Alexandre joined 
the firm in 195 


5 became a vice- 
president in 19 


2 
56. Mittendorf, a 
vice-president since 1941, is in 
charge of the D. E. Makepeace 
division in Attleboro, Mass. 


e 
> 


Walter S. Becker has been named 
national sales manager of Natacha 
Brooks, Ltd., maker of 
jewelry watches. He has organ- 


costume 


ized a sales force for introduction 
of the firm’s 
dant, fob, chatelaine and brooch 


new line of pen- 


watches. 


Robert C. Shea has been appointed 
field sales manager of consumer 
products for Westclox division of 
General Time Corp. Shea is a for- 
mer promotions manager of Elgin 
National Watch Co. 


Leo kK. Butler has been named na- 
tional accounts manager for West- 
clox division of Time 
Corp. He will plan trade shows 
and sales training activities. 


(;eneral 


William E. Koch has been named 


manager of the 
National 


sales 


national 
watch division of Elgin 





Evan J. Parker, nationally-known 
industrialist and for many years 
general manager of the General 
Motors Fisher Body plant, has 
been named to the board of direc- 
tors of Wallace Silversmiths, Ine., 
Wallingford, Conn. Parker cur- 
rently is president of American 
Hardware Co., New Britain, Conn.., 
oldest and largest producers of 
‘builders’ hardware.” Wallace re- 
cently began an industrial diver- 
sification program, has’ bought 
American Windshield & Specialty 
Co., Tuttle Silver Co. and General 
Plastics, Ltd. 
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help your 
customers 
obey their 
impulse 


Stone rings, as 
many jewelers 
know, are im- 
pulse items— 
attractively dis- 
played they sell 
on sight...as 
gifts and for 
self-use. 

With prospects 
bright for heav- 
ier store traffic 


this Christmas, the power of this 
impulse action can bring you ex- 
tra and added sales when you 
prominently display stone rings! 


For selling ideas and aids, write 





FRinc 
UItto oe 
PR MERICA. 
608 Sth AVE 


A Non-Pro 


Acme Ring Mfg Co., Inc 
American Jewelers, Inc 
)& H Baer, inc 

Handy & Harman 
Heller Hope Company 
Hoover & Strong, inc 
Edward Lembeck Bros 
Linde Company 


inc. 
, NEW YORK, N.Y 


ht Industry Assocsation 


Metzier Mfg. Co., Inc 
Piainville Stock Co 
M.A. Reich & Co. 
William Schneider, inc 
Shiman Mtg. Co., inc 
Star Ring Mfg. Co., inc 
j. J. White Mfg. Co 
Leo Wolleman, inc 


IS YOUR SUPPLIER A MEMBER? 








jewelry salesmen. 





interest to manutacturer s agents. 


(CCOmmission against a drawine account 


Box H-4590 c/o J.C.K. 


plus —h 


and indicate area preference, tf any. 


Outstanding Opportunities 
for Experienced 
Watch or Jewelry Salesmen 


\ long established and progressive watch company 
enjoying a respected and effective relationship with fine 


jewelers has several openings for experienced watch or 


These are full-time. single line positions and will not be of 


ospitaliza- 


tion. life insurance and excellent retirement benefits. 


Unusual opportunities for aggressive and qualified salesmen. 


In sending resume. be sure to include education. ex perience 
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nameplates... 
JEWELERS 


BRASS PLATES 


CUT TO ANY SIZE 
ANY QUANTITIES... 
IMMEDIATE DELIVERY 


Rich, highly polished brass, 
coated with tough plastic resin 
that will not crack, peel, or 
flake. Protected against scratch- 
ing with masking paper. Also 
available with pressure-sensi- 
tive backing. 


Sheet Price 
12” x 12” ... $3.00 


Minimum order 2 sheets 
Postage free on prepaid orders. 








For prices cut-to-size 
and samples, write: 


hermes PLASTICS 


13-19 University Place, New York3, N.Y. 








TOPFLIGHT SALESMAN 
WANTED FOR 
PROFITABLE TERRITORY 


ILLINOIS, INDIANA, IOWA 
WISCONSIN, MINNESOTA 


Capable of Unlimited Earnings 
If you are a wide awake, aggressive 
salesman who knows jewelry and has 
retail jewelers 


experience calling on 


this is your opportunity to join the 
fastest growing firm in America manu- 
facturing a complete line of gold rings. 
Entire territory will be turned over 


Liberal draw against commissions. 


receive personal 


Qualified men will 
interviews. Give complete resume of 
past experience, present territory and 
earnings in first letter. Please enclose 
photograph. All replies held in strict 


confidence. 


Address Box "P..4658,"" c/o JC-K 











Obituaries 











Isadore Padwe, founder and presi- 
dent of Columbia Findings Co. in 
Newark, N. J., died Oct. 16. 


William Burgess Peck, 82, retired 
president of the former Waite- 
Thresher Corp., jewelry manufac- 
turing firm in Providence, R. I., 
died Oct. 13. He had been a presi- 
dent of the Jewelers Fraternal 
Association of New York, was a 
treasurer of the Jewelers Square 
Club. 


Abe N. Shyer, whose advertising 
slogan “Just Bring An Honest 
Face” helped sell jewelry for 40 
years in Chattanooga, Tenn., died 
Oct. 10. 


Emil Vincent Lutringer, 55, for- 
mer president of Lutringer Jew- 
elry Co., New York, died Oct. 18. 


Louis E. Whicher, 93, retired min- 
ing operator and former owner of 
the Mexican Candelaria gold mine, 
said to have been the richest in 
North America, died Oct. 22. 


Bert R. Gould, 76, jewelry store 
owner in North Platte, Neb., died 
Oct. 17. 


Clarence J. Schriever, 52, former 
manufacturing jeweler in Green- 
ville, R. I., died Oct. 19. He had 
been in the jewelry business 30 


years. 


Henry Ratterman, Jr., 73, presi- 
dent of Ratterman, Inc., Cincin- 
nati jewelry firm, died Oct. 18. 
He was active as a sponsor of the 
Cincinnati Symphony Orchestra, 
the Museum of Natural History, 
the Art Museum, and was one of 
the early sponsors of the local 
Community Chest. 


Ben H. Halpern, 61, jewelry store 
owner in Buffalo, N. Y., and a past 
president of the 24 Karat Club of 
Western New York, died Oct. 5. 
He had once been in the jewelry 
business in New Orleans. 


Albert A. Haeberle, 59, 


| founder 
| and president of Donal Jewelers, 
Inc., Buffalo, N. Y., died Oct. 1. 


Franklin R. Meyers, 65, retired 
diamond wholesaler in Chicago, 
died Sept. 1. 


~ 


Lawrence Duboff, 48, head of L. 5. 
Duboff & Co., Minneapolis whole- 
sale jewelry firm, died Sept. 30. 
He also operated three retail 
stores in Minneapolis and St. Paul. 


Florence Slack, 62, manager of 
the Garden City, N. Y., store of 
Wm. Wise & Son, 142-year-old 
Brooklyn firm, died Aug. 5. Miss 
Slack was a director of the Gar- 
den City Chamber of Commerce. 
She had been in the jewelry busi- 
ness 40 years. 





Connecticut jewelers reelect 


Benjamin Cooper president 
Some 400 jewelers from all over 
Connecticut jammed _ into the 
Waverly Inn in Cheshire in late 
September for their largest-ever 
annual convention. 
Activity included a 
vote to urge Congress to repeal 
the present 10 per cent excise tax 
on jewelry items; formation of 
an advisory council similar in func- 
tion to that of the RJA advisory 
council; discussions and lectures by 
and election of 


unanimous 


industry experts; 
officers for 1959. 

Liveliest business session Was a 
“Retail Jewelry Store Clinic and 
Idea Exchange” chaired by How- 
ard I. Michaels of New Haven (he 
is a vice-president of the Retail 
Jewelers of America, Inc.). Panel- 
ists were: Robert Sykes of Svkes & 
Libby Jewelers in New Haven; 
tobert E. Green of Lux, Bond & 
Green in Hartford; Saul Lichten- 
stein of Michaels Jewelers in 
Bridgeport; and Herbert Savitt of 
Savitt’s in New Haven. Major con- 
vention addresses were given by 
Thomas J. O’Connell of Elgin Na- 
tional Watch Co., Al Levine of the 
Watchmakers of Switzerland, 
Gladys Hannford, diamond author- 
ity, and E. H. Scull, management 
consultant. 

New officers, besides president- 
reelect Benjamin Cooper: Robert 
E. Green and Creighton Shoor, 
elected vice-presidents; J. H. An- 
derson and Benjamin H. Garston, 
reelected to the board of directors. 
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Coming Events 


JAN U AR Y 

4-9—Atlantic City China & Glass 
Show, Convention Hall. 

5-8—Southern Trade Fair, Dinner 
Key Auditorium, Miami. 

5-8—Gift, Jewelry, Toys 
venirs, Biscayne Terrace, 
Beach. 

10—Chicago Jewelers Association 
annual banquet, Conrad Hilton Hotel. 

11-14—Pittsburgh Gift Show, Penn- 
Sheraton Hotel. 

12-16—Winter Market, The 
lanta Merchandise Mart, Atlanta. 

17—24 Karat Club of the City of 
New York annual banquet, Waldorf- 
Astoria Hotel. 

18-23—48th California Gift Show, 
Ambassador and Biltmore Hotels, 
Brack Shops, Merchandise Mart, Los 
Angeles. 

18-23—New York Lamp & Home 
Furnishing Accessories Show, Hotel 
New Yorker and Trade Show Build- 
ing. 

19-22—-Southeastern China, Glass 
& Gift Show, Atlanta Biltmore Hotel 
and Municipal Auditorium, Atlanta. 

25-28—Washington Gift Show, Ho- 
tel Willard. 

26-28—Amarillo Gift Show, 
ring Hotel, Amarillo, Tex. 

25-28—Carolina Gift Mart, Caro- 
line Gift Mart, Radio Center, Char- 
lotte, N. C. 

26-30—17 
ture & Accessories 
Hotel, Los Angeles. 

25-29—Parker House 
Parker House, Boston. 





& Sou- 
Miami 


At- 





Her- 





California Lamp, Pic- 
Show, Biltmore 


Gift Show, 


F EBRUAR Y 


1-4—Buffalo Gift Show, Hotel Stat- 
ler Hilton. 

1-4—Western China, Glass, Gift, 
Jewelry, Toy, Stationery and House- 
wares Show, Brooks Hall, Western 
Merchandise Mart, San Francisco. 

1-6—Furniture, Lamps and Acces- 


sories Show, Civic Auditorium, San 
Francisco. 

1-12—Chicago Gift Show, LaSalle 
Hotel and Palmer House. 

7—Boston Jewelers Club annual 
banquet, Hotel Statler. 

8-11—-Portland Gift Show, Public 


Auditorium, Benson and Plaza Hotels, 
Portland, Ore. 

15-18—Cleveland Gift Show, Hotel 
Statler-Hilton. 

15-18—Seattle Gift Show, Civie Au- 
ditorium, Olympic and New Washing- 
ton Hotels, Terminal Sales Building, 
Seattle, Wash. 

21-25—Allied Gift 
Show, Hotel Adolphus, Dallas, Tex. 

22-27—New York Gift Show, Hotel 
New Yorker and Trade Show Build- 
ing. 


and Jewelry 


ry 
+ 


MA R C H 
8-11—Denver Gift & Jewelry Show 


Very wea 


(spring), Hotel Albany. 

8-12—Boston Gift Show, Hotel 
Statler and First Corps Cadet Ar- 
mory. 

15-18—Philadelphia Gift Show, Ho- 
tel Benjamin Franklin. 

21—Manufacturing Jewelers & Sil- 
versmiths of America annual banquet, 
Statler-Hilton Hotel, Boston. 


A P RIL 
26-May 5—Hanover Fair, Hanover, 
Germany. 


MA Y 
17-22—-New York Stationery Show, 
Hotel New Yorker. 
30-31—Watch Material Distributors 
Association of America annual con- 
vention, Drake Hotel, Chicago. 


J UN E 
14-15—Texas Watchmakers’ Asso- 
ciation annual convention, San An- 
tonio. 
se & YF 


19-23—Retail Jewelers of America, 
Inc., Chicago convention and trade 


show. 


A U G US T 
9-13—Retail Jewelers of America, 
Inc., New York convention and trade 
show, Waldorf-Astoria Hotel. 
30-Sept. 2— Retail Jewelers of 
America, Inc., Pacific Jewelry Show, 
Statler Hotel, Los Angeles. 


S$ —E-PTEWM BE R 
5-9—Allied Gift & Jewelry 
(fall), Hotel Adolphus, Dallas. 
20-28 — Denver Gift & Jewelry 
Show (fall), Hotel Albany. 
27-29 — Phoenix Gift & 


Show, Westward Ho Hotel. 


Show 


Jewelry 


Arizona jewelers elect 
Harry Rosenzweig president 


A record turnout of members of 
the Arizona Jewelers Association 
Sept. 27-28 in Phoenix for their 
annual convention elected Harry 
Rosenzweig of Phoenix president 
for 1959. 

The jewelers met concurrently 
with the Phoenix Gift & Jewelry 
Show, to which merchants flock 
from New Mexico and West Texas 


as well as Arizona. Some 2500 were 


present for this fourth annual 
show. 
Convention speakers included 


economics professor Harold Shapiro 
of Arizona State College; Robert 
Westover of the Watchmakers of 
Switzerland; and H. Wes Johnson, 
president of Allied Exhibitors, Inc., 
which stages the show. 
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News of Personnel 








E. Earle Tietz 


Clark P. Zitzmann William K. Honan 

Ilandy & Harman, fabricators and 
refiners of precious metals, have cre- 
ated two new sales supervisory posts 
and announced two other personne! 
appointments: 


Kk. Earle Tietz has been named to 


the new post of manager of market- 
ing services. He will be responsible 
for staff division functions, including 
sales service and training. 

Robert E. Burke has been appointed 
to the new post of field sales manager. 
He joined the company in 1937. 

Clark P. Zitzmann has been named 
New York district sales manager and 
William K. Honan has been appointed 
industrial products manager. Both 
men have been sales representatives 
for the company in the New York dis- 
trict for the past five years. 


F. H. Noble & Co., Chicago manu- 
facturers of trophies and charms, has 
announced the following personnel 
appointments: 

Clarence E. Rouse has been named 
sales manager of their trophy divi- 
sion. He was formerly with Eastern 
Airlines. 

James Rivers is now manager of the 
company’s Dallas office and ware- 
house. 

Barry Gosset was named manager 
of the main office and warehouse. 





WATCH 


in complete confidence. 





SALESMAN 


Extraordinary Opportunity 
for a Salesman Capable 
of Earning 
$15,000 to $25,000 a Year 


We're looking for the just-right man to represent us on the 
WEST COAST 

. . . The man we seek should be experienced, reputable 

and have a following among the retail jewelers in this 

territory. We are looking for a top-drawer salesman— 

and are prepared to pay him exceptionally well! . . . 


Give full particulars in your letter. All correspondence 


FAVRE-LEUBA Watch & Chronometer Co., Inc. 
665 Fifth Avenue, New York 22, N. Y. 
Plaza 3-5451 








350-member Georgia group 
looks for 300 new members 


The Georgia Jewelers & Horolo- 
gists, seven-year-old, 350-member, 
state-wide organization, met re- 
cently to set up projects for 1959. 
3ig item is a membership campaign 
for 300 more jewelers and watch- 
makers. 

Other proposed activities for 
1959: a monthly news bulletin from 
state president Robert Young of 
Carrollton; a membership poll on 
the need for various legislation; 
quarterly district meetings; a 
group hospitalization program for 
members and their families; more 
cooperative institutional advertis- 
ing. 

Group officers, besides Young, 
are: Jim Echols of Tifton, first 
vice-president; Leonard Belle Isles 
of Marietta, second vice-president; 
and P. S. Stovall of Atlanta, secre- 
tary-treasurer. 


Dobra buys assets of Felch, 
replaces retiring president 


Harold Dobra 


Harold Dobra, former owner of 
Standard Finding Co. of Paw- 
tucket, R. I., has purchased Felch, 
Inc., maker of abalone shell and 
sterling silver costume and charm 
jewelry. Firm interests were 
bought from James P. Felch, who 
retired Aug. 1. 

Dobra succeeds Felch as _ presi- 
dent, and will also assume trea- 
surer duties. Vice-president and 
secretary is Bradford Sellon, who 
has been with Felch 
founding. Sellon is designer and 
costume and 


since its 


producer of the 
charm specialties. 

Sales manager is Louis Leight, 
who headquarters at new offices 
at $85 Fifth Ave., in New York. 
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Reed & Barton, first in U. S., 
again making pewterware line 


Reed & Barton is again 
pewter. 

As the first American makers of 
Britannia, the highest quality pewter 
in the world, the company is once 
again using the same alloy that was 
used in pewterware made by the 
original associates, Henry G. Reed 
and Charles E. Barton, in 1824. Bri- 
tanniaware was established by the 
English crown in the 18th Century as 
“the standard for pewterware.” It 
had a quality which could survive the 
ravages of time, and much of the an- 
tique pewter that survives today 
bears the Reed & Barton stamp. 

Reed & Barton’s new line of pew- 
terware is of exceptionally heavy 
weight, in designs “as modern as to- 
day and as useful as tomorrow.” 

Contact Reed & Barton Silver- 
smiths, Taunton, Mass. 


making 


New J-B display features 
‘Jewelled Lady,’ movie star 


apiaze ™ 





Jacoby-Bender, in collaboration 
with Warner Bros., has produced this 
display featuring J-B’s ‘‘Jewelled 
Lady” and Warner Bros.’ Joanna 
Barnes. 

“Jewelled Lady” is a new telescopic 
expansion band for women: Joanna 
Barnes is star of Home Before Dark 
a current movie. 

A replica of a $350 diamond brace- 
let, the “Jewelled Lady,” has 28 pre- 
cision-faceted baguettes and retails 
for $11.95 FTI. The unit displays 


, 


four packaged bands and stores two 
more in the rear. 

The JL 6 display unit is available 
from your J-B distributor. 
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Longines ‘Admiral-1200° easier 
to service, keep waterproof 


Longines has introduced an innova- 
tion in the design of waterproof 
watches in its “Admiral-1200” series. 

The case of this new watch is a 
single piece. The bezel is part of the 
case and recessed to accommodate 
the “Aquaseal” crystal made of a 
special plastic. The crystal is_ in- 


serted by means of a special wrench, 
similar to a spanner wrench, which 
compresses the crystal, reducing its 
diameter 
tion). 


uniformly (note illustra- 
When seated in the case the 





pressure on the wrench is relaxed, 
the crystal resumes its original diam- 
eter and forms a water-tight seal. At 
the same time it serves to hold both 
movement and dial. 

The advantage of this new case, 
the manufacturer says, is the elimina- 


tion of bulk. Longines claims its 
Admiral-1200 automatics are _ radi- 
cally thinner than conventional 


waterproof self-winding watches; 
furthermore, they say, the greatest 
advance is in service. The movement 
can be taken out as often as desired 
without danger of losing its water- 
proof qualities because of crimped, 


frayed, dried-out or compressed gas- 
kets. When seated, the “Aquaseal” 


crystal resists both external and in- 
ternal pressure. Repeated tests have 
shown that even after having been 
taken out and replaced many times 
the watch is water-tight and the 
crystal undamaged. 

Longines’ Admiral-1200 represents 
a great step forward, says the com- 
pany, since full protection protec- 
tion against “sensible” and “‘insensi- 
ble” perspiration and air-borne dust 
—~has been achieved without sacrifice 
of the ultra-thin quality which is now 
the trend in men’s watches. 

Available models include: the Ad- 
miral-1201 in gold-filled case retail- 
ing at $90; 1204 with automatic wind 
movement in gold-filled case at $110; 
and 1205 automatic in 14K gold case 
at $165. 

Contact Longines-Wittnauer Watch 
Co., Inc., 580 Fifth Ave., New York. 





Foster offers sterling silver 
‘dog tags’ for the younger set 


he 


aac 





servicemen 
silver “ 


“Just like 
these 
are designed to be a _ perfect 
gift for Junior. 
With a sterling chain attached, the 
tags are individually carded on an 


grown-up 


wear,” sterling dog 


tags” 


on-counter display (above). Retail, 
$3.95 FTI. Through your wholesal- 
ers from Foster Metal Products, At 
tleboro, Mass. 


Camera kit comes complete 
with carrying case, flashgun 


A deluxe camera package, complete 
with a 35mm single lens reflex Exa 
camera, Eveready leather carrying 
ease and fan-type battery-capacitor 
flashgun, is now available from Ex- 
akta Camera Co. 

The camera has a F/2.9 Meritar 
color corrected and coated 50mm lens. 
Its waist-lever viewfinder converts to 
an eye-lever sportsfinder for action 
shots and can be replaced with five 
other Exakta viewfinders that fit all 





wide 


available telephoto and angle 
lenses. In addition, the camera has 
five shutter speeds and a pre-set dia 
phragm. 

The kit is packaged in a full-color 
gift box and retails for $96.35. 

Contact Exakta Camera Co., 705 
Bronx River Rd., Bronxville, N. Y. 
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Kalbe Co. named distributor 
for Cromwell watch bands 


Kalbe Co. of New York has been 
appointed exclusive distributor for 
he entire line of Cromwell metal 
watch bands. 

Supplementing Kalbe’s line of 
leather and fabric watch bands and 
men’s jewelry, the Cromwell bands 
feature beryllium copper expansion 
springs, “Hidden Lock” clasps, re- 
moveable links and “Center Adjust” 
movable pins. They are available in 
men’s and women’s styles in stainless 
steel, gold filled, combination gold 
filled and stainless steel and 14K 
gold. Retail prices range from $7.95 
to $150. 

Free catalogue is available from 
Kalbe Co., 11 W. 25th St... New York. 


West Point insignia contract 
awarded to The Kinney Co. 


Authority and contract to produce 
the official West Point collar insignia 
has gone to The Kinney Co. of Provi- 
dence, R. I. 

“Because of the intricate design 
and high standard of quality involved 
in making the insignia for the U. S. 
Military Academy, this award is a 
highly coveted honor in the emblem- 
atic Jewelry field,” the company said. 

The company also makes high 
school jewelry exclusively for the re- 
tail jeweler. Contact The Kinney Co., 
123 Stewart St., Providence, R. I. 


Catalogue features designs 
made entirely of palladium 


Spinl Mfg. Co. and its subsidiary, 
frank Levine Co., are distributing a 
new catalogue featuring both their 
lines, 

Illustrated are the ‘atest designs 
made entirely of palladium. 

Contact Spinl Mfg. Jewelers, 48 W. 
48th St., New York. 
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College Seal & Crest offers 
retailers 250 ring catalogue 

Its new 250 college ring catalogue 
is now being distributed by College 
Seal & Crest Co. 

Just off the presses, the new cata- 
logue illustrates rings for almost 
every accredited college in the coun- 
try. 

In addition, the company says, its 
new catalogue will not only help the 
jeweler in selecting his purchases, but 
can be used by him as a sales aid to 
supplement his stock. 

The catalogue is free from College 
Seal & Crest Co., 236 Broadway, 
Cambridge, Mass. 


New Hermes Corp. introduces 
new plastic alphabet box 


A new master copy type box for 
use with most of its standard alpha- 
bets has been introduced by New 
Hermes Engraving Machine Corp., 
manufacturers of “Engravograph.”’ 

The new box, which replaces 
wooden boxes currently used, consists 
of a vacuum-formed plastic base and 
transparent cover. All letters are vis- 
ible, even when the box is closed. In- 
dividual compartments in the _ base 
are formed at an angle so that each 
character can be easily selected and 
filed. 

The boxes are supplied with most 
standard alphabets or can be _ pur- 
chased separately to replace wooden 
boxes. $3.75 each. 

Contact New Hermes 
Machine Corp., 13-19 
Place, New York. 


Engraving 
University 


GE announces sponsorship 
of college quiz TV program 
College Quiz Bowl, a new series of 
Sunday afternoon quiz shows which 
will debut over the CBS-TV network 
Jan. 4, will be sponsored by the house- 
wares and radio receiver division of 
General Electric Co. 


‘Scintillite,” animated lighting, 
provides illusion of movement 


“Scintillite,’ a new concept of ani- 
mated display lighting, has been an- 
nounced by Spincraft, Inc. 

The new unit produces an illusion 
of eye-catching movement on every 
surface it lights, without the use of 
mechanical turntables, flashers, fans, 
banners or other devices. This light- 
motion is achieved by a circle of re- 
flector spotlights or floodlights kept 
in constant movement by an electric 
motor. Varying degrees of scintilla- 
tion can be obtained by positioning 
the “Scintillite” at different distances 
and angles. 

It is especially applicable for 
jewelry store window displays, the 
manufacturer says, because it pro- 
vides sparkling animation in the in- 
dividual facets of diamonds and 
rhinestones; enlivens crystal, silver, 
gold and chrome. 

Special effects can be obtained by 
varying the types and colors of bulbs, 
the angle of mounting, the surfaces 
reflected and the size and number of 
“Scintillite’ units used. Other spe- 
cial effects can be had by shining the 
light through translucent surfaces, 
lensed glass, screens and_= similar 
props. 

Completely self-contained and port- 
able, it can be plugged in to any AC 
outlet. It can be suspended from 
hooks, tilted to any angle and 
propped or braced in any position, 
even upside down. 

Contact Spincraft, Inc., 

State St., Milwaukee, Wis. 


New earring back 
is light, strong 


“Perfect” is the word Georges 
Ebertin uses to describe the crafts- 
manship in his new 14K and 18K gold 
earring backs. 

Ebertin describes the “perfect” 
back as being very light in appear- 
ance, yet very strong. It must be me- 
chanically perfect and made so that 
the jeweler will have no trouble ad- 
justing it to the individual need of 
his customer. When the tension is ex- 
actly right the clip must be soft to 
the feel and secure in its grip. Each 
Ebertin clip is designed so that the 
person with pierced ears can have a 
peg added to insert through the ear 
lobe for extra securitv. 

Contact Georges Ebertin, 562 Fifth 
Ave., New York. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1958 





Put Your Family in Your Pocket 
With Anson's Photo Money Clip 


To keep your family closer to your 
pocketbook, Anson has designed this 
photo money clip with a removable 
insert which holds four photographs. 

Clips feature Anson’s patented self- 
adjusting spring action which holds 
a single bill as snugly as 20. 

Above, No. 178BM is gold plated 
and satin finished with signet for 
engraving. Retail, $5 plus tax. Unit 
178/59M consists of six $5 clips (two 
each of three designs, three gold 
plate, three rhodium) with a tota! 
retail of $30. Sterling silver clips re- 
tail for $10. From your Anson dis- 
tributor. 


Statue's Self-Displaying Box Has 
Full Color Nativity Background 


This Christmas statue of the In- 
fant Jesus is made of delicately tinted 
skin-like vinyl and has crystal-effect 
eyes. 

Packaged in a self-displaying book- 
shaped box, a pop-up background fea- 
tures a full color picture of the Na- 
tivity. All details of the advertising 
text which will be used on network 
television and in magazines have 
been approved by the Church. 

Price: $9 each less 45 per cent in 
unit packages of six pieces (Stock 
No. 0605). From G. Klein & Son, 105 
Chambers St., New York. 


High school writing contest 
sponsored by Sheaffer Pen Co. 


For the fifth consecutive year, 
Sheaffer Pen Co. will sponsor what 
it calls “the biggest literary competi- 
tion for high schoo] students.” 

The Scholastic Writing Awards con- 
test, conducted by the Scholastic 
Magazines and sponsored by the pen 
company, has drawn more than 350,- 
000 entrants in five years. 


New compact crown gauge 
has varied gauging functions 


A crown gauge designed to permit 
the watchmaker to quickly determine 
all necessary measurements for order- 
ing replacement crowns is being dis- 
tributed by Jules Borel & Co. 

Measuring three inches across, it 
permits the watchmaker to measure 
the tap size of his sample stem, the 
tap size of his sample crown, the tube 
opening (or gasket size) of his sam- 
ple crown, the tube diameter of his 
sample case and the over-all diameter 
of his sample crown. 

In addition, the gauge also meas- 
ures lug distances for selecting the 
proper width of band or strap for 
the case. The bottom edge has a milli- 
meter scale for general utility. Price, 
$3.95. 

Contact Jules Borel & Co., 1110 
Grand Bldg., Kansas City, Mo. 


New Gemex bands adjustable; 
feature interchangeable ends 


Its new series of ladies’ and men’s 
expansion metal bands enables jewel- 
ers to stock more styles with less 
inventory, says Gemex. 

The men’s series offers two-way ad- 
justability and permits the retailer to 
stock one item instead of ten; in the 
ladies’ telescopic series, one watch- 
band takes the place of five (short, 
extra short, long, extra long and reg- 
ular). 

The development of this 
which includes 13 different styles in 
gold or stainless steel, was made pos- 
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sible by the design of universal ends 
(above) which cover a range of watch 
sizes—%, 11/16 and % inch—#in both 
straight and curved shapes. The 
bands are % and 11/16 inch in width. 
Thus when a customer selects a watch 
band and you do not have that style 
with end pieces to fit the customer’s 
watch, you can take the watch ends 
from any other style in the same 
bracelet width and interchange the 
ends without cutting or filing. 

Should the customer require a spe- 
cial length, you can remove or add 
links from the band, which has “Sure- 
loc” adjustability. Every band is 
available with two extra links at no 
extra cost. This series has a price 


series, 


ad 


range from $5.95 to $14.95 retail. 

One link is supplied free of charge 
with the ladies’ adjustables and 
others can be purchased. All that is 
needed for custom fitting is to expand 
the band by inserting a pin in the in- 
ner spring-box hole to anchor position 
and then unhook the adjustable link. 
Links can thus be removed or added 
in a matter of seconds. The “Silhou- 
ette” series retails for $7.95 and $8.95 
and the “Rhapsody” for $7.95 to 
SO.Q5 


Contact Gemex Corp., Union, N. J. 


‘Police! Police! Help! Help!’ 
shouts new burglar alarm 


Jewelers can now obtain a burglar 
alarm that talks. 

When an illegal entry or hold-up 
is attempted, the alarm triggers a re- 
peating device that shouts over a 
loud speaker in a human voice (which, 
the manufacturer says, can be heard 
two blocks away): “Police! Police! 
Help! Help! A _ burglary is being 
committed in premises 789 Blank 
St.!” 

The repeating device is encased in 
a 9- by 9- by 5-inch receptacle which 
can be placed out of sight. From this 
the loud speaker is wired and placed 
where the voice will be projected into 
the street. 

The device operates on standard 
house current (AC, 110-115 volts), 
consumes power only when activated, 
needs no servicing and can be con- 
nected to anything movable. 

The alarm can be activated by open- 
ing’ a door or window, stepping on an 
electric mat, jarring a case, display 
or safe. Doors and windows are pro- 
tected by special triggers which come 
with the unit. A $50 credit on your 
hold-up-burglary insurance is issued 
with each purchase. Unit, including 
two triggers, costs $149.50. 

Contact Joseph McLaughlin, 576 
Fifth Ave., New York. 


Webster Sterling Dresser Set 
Comes in Self-Display Package 


= 


Self-displaying box features ster- 
ling dresser set by Webster Silver- 
smiths against a background of soft 
aqua velvet. 

Set in a deep blue simulated mo- 
rocco package, the sterling is kept 
clean and sparkling beneath a clear 
plastic window. Both the window and 
pad are easily removable for demon- 
stration and replacement. 

From Webster Silversmiths, North 
Attleboro, Mass. 





Ronson's ‘Varafiame’ adorns Eigin begins TV campaign 

2,500 billboards in 117 cities to back Christmas selling 
RONSON Elgin National Watch Co. has be- 
ti eee gun a saturation network TV cam- 
paign in support of jewelers during 

the Christmas selling season. 

Their special purchases cover three 
networks and six programs. The 
campaign was scheduled to begin No- 

| vember 25 and will continue through 

en ee A ae Talk Ml Bs SIN SECO December 20. Programs include the 

The above illustration will appear Perry Como Show, Wagon Train, 

on 2500 billboards in 117 cities across Playhouse 90, Perry Mason, Cheyenne 
the country, Ronson Corp. recently and Sugarfoot. 

announced. It is the company’s first Their commercials will make more 

outdoor advertising campaign in its than 250 million viewer impressions, 
63-year history. Elgin claims. 





... yes, you certainly will when you receive the 
BIG CHECK for your precious metal scrap. 
When you ship to Goldsmith it is like doing business over 
the counter. You either approve of our check or your shipment 
will be returned on request. 
Join the thousands of satisfied shippers who have 
continued to send their old gold and refinings to us 


during the past 90 years. 


Bros 


SMELTING & REFINING CO. 


113 N. Wabash Ave., Chicago 2, Ill. © 74 W. 46th St., New York 36, N.Y. 
OAKLAND 


Radiant introduces two new 
lenticular screen surfaces 

Two new lenticular screen surfaces, 
one for the projection of pictures in 
darkened rooms and one for normally 
lighted rooms, have been introduced 


,by Radiant Mfg. Corp. 


Lenticular “Uniglow,” for use in 
darkened rooms, is a lustrous surface 
designed to provide bright pictures, 
the manufacturer says, at viewing 
angles up to 180 degrees. Extra fine 
lenticulation (a combination of verti- 
cal and horizontal striations, or mi- 
nute groves, that control light reflec- 
tion in all directions) permits greate1 
sharpness and clarity, Radiant claims. 
“Uniglow” can be used with color or 
black and white movies or slides. The 
surface is standard on Radiant 
‘“Screenmaster” screens which range 
in price from $34.95 to $64.95 retail. 

Lenticular “Optiglow,” for use in 
normally lighted as well as darkened 
rooms, is also designed for very wide 
viewing angles (up to 120 degrees). 
“Optiglow’s” high resistance to ambi- 
ent light (light from sources other 
than the projector) allows its use in 
lighted rooms where no extreme 
lighting conditions, such as direct 
sunlight or very bright lamp light, 
exist. 

“Optiglow” is standard on Radiant 
“Colormaster” screens. With blue 
leatherette-covered cases, they range 
in price from $36.95 to $49.95 retail. 

Both lenticular ‘‘Uniglow’’ and 
“Optiglow” are washable, fungus- 
and flame-proof and carry a manu- 
facturer’s written ten-year guaran- 
tee. 

Contact Sales Dept., Radiant Mfg. 
Corp., box 5640, Chicago. 


Celsa opens $5 million pliant; 
imports designers, technicians 
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Celsa Corp. of America, makers of 
fine quality sterling, recently opened 
their new $5 million plant. 

The executive office building (above, 
left) is adjacent to the production 
plant. 

“Our new plant is the home of 
some of the finest international de- 
signers and artists, top Swiss tech- 
nicians and the best precision ma- 
chinery available,” the company an- 
nounced. 
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Princess offers ring display 
designed for Christmas selling 

This Princess ring display, de- 
signed expressly to aid retailers sell 
more rings during the Christmas sea- 
son, features price-tag-holding Santas 
and a pastel-blue tree. 

The theme of the display—‘Prin- 
cess diamond rings, a Christmas gift 
of happiness for all the years to 
come’’—ties in with newspaper mats 
and other merchandising aids avail 
able. 

Contact S. H. Clausin & Co., 41 N. 
12th St., Minneapolis. 


Bulova offers new plastic 
‘Goddess of Time’ display unit 





dow display unit with a_e velvet 
covered base has been designed to 
display two Bulova “Goddess of Time” 
watches. High-lighted in gold, red, 
blue and white, the unit is 12 inches 
high by 12 inches wide. 


Contact Bulova Watch Co., Flush- 


Better bookkeeping systems 
mean more profits, Ideal says 


Better methods of keeping business 
and tax records have given some 
jewelers as much as 15 per cent more 
profit, reports The Ideal System Co., 
publishers of Jewelers Bookkeeping & 
Tax Record, a one-volume “do-it-your- 
self’? bookkeeping system. 

Ideal reached this conclusion from 
a study of the retail jewelry and 
watch repair business. Jewelers who 
used approved bookkeeping methods, 
the company reports, not only saved 
on bookkeeping costs but also had a 
clearer picture of their own business 
operation, which helped them make 


hetter business decisions. 


L & R pushes jewelry cleaner 
in magazine advertisements 


A concentrated advertising  pro- 
vram aimed at promoting Ellanar 
jewelry cleaner during the _pre- 
Christmas buying rush has been initi- 
ated in the New York Times Maga- 
zine, L & R Mfg. Co. of Arlington, 
N. J. announced. 

lL. & R, said to be the world’s 
largest manufacturer of chemica!s 
and equipment for the jewelry indus 
try, began its campaign the beginning 
of November and will continue it 
throughout the pre-Christmas period 

Over seven million jars of Ellanar 
jewelry cleaner, which sells for 65¢ a 
jar, have already been sold. 


“Over *600 
in 60 days?” 


“We area neighborhood jeweler, using 


a Model GT ENGRAVOGRAPH. This 


machine has paid for itself in two 


months, and has been our best invest- 


ment to date. I find it very easy to use.” 


Mrs. O. BE. Dick 


Dick's Jewelry — Kansas City 10, Mo. 


it’s easy money with 
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Kimberly introduces new line 
of pear! and diamond rings 


\| 
30 , mar, Cc | 
En FAO ahon 
ne 
2 a a 
A new line of pearl and diamond 


rings has been introduced by Kim | the tracer-guided 
berly Gem Co. a) DS } | - 
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“It has already met with great suc MY” 3 py, : pol table engraving 
cess, even as it is being introduced,” /, machine anyone Can 
James Martell, president of the co . 
sac dani ack diese anion tek ue operate—more than 
16,000 jewelers have it! 


pany, said of the new line. “At the 
very low price of this new offering,” 
he added, “jewelers acknowledge it as 
the ideal addition to their diamond 
and pearl departments.” 

Kimberly also manufactures a wide 
variety of rings set with genuine and 
synthetic stones. 

Contact Kimberly Gem Co., 62 W. 
i7th St., New York. 


Send for booklet 


new hermes ENGRAVING MACHINE CORP. 
13-19 UNIVERSITY PLACE, NEW YORK 3, N. Y. 
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SUPERSLENDER 
SELF-WINDING 
WATCH 


The rotor in this thin 
Buren automatic watch 
is part of the movement. 


It is small but heavy— 


and its shape is the result 


of long experiment 


® THE BUREN SUPERSLENDER and 
the Universal Microtor (de- 
scribed last month) are the only 
watches whose rotors are part 
of the movement. Rotors of 
both are on the same level as the 
rest of the movement, allowing 
a thinner self-winding watch. 
But the Superslender differs 
somewhat in design and execu- 
tion from the Microtor; and 
some of its features present 
interesting mechanical ideas. 

The Superslender movement is 
shown in Figure 9. This move- 
ment is 121% lignes or a casting 
diameter of 28.1 m/m. Its over- 
all height or thickness is 4.2 
m/m. It has direct sweep 
seconds, uses the standard 
18,000 vibrations per hour and 
contains up to 45 hours of re- 
serve mainspring power. 


Plenty of Torque for Winding 

Watchmakers may wonder 
whether a rotor half the di- 
ameter of a conventional rotor 
can exert sufficient torque to 
wind the watch. But prolonged 
experimentations indicate that 
rotors of the same weight can- 
not differ by more than 8 per 
cent in efficient output of wind- 
ing potential. (Figure 10 shows 
the general shape of the small 
but heavy Buren rotor.) A\l- 
though this rotor is smaller in 
diameter than the larger types 
used in conventional automatic 
movements, and its moment of 
inertia is shorter, it provides 
just as much winding effort. Ac- 
tually, this model, they say, is 
not a thin watch with a self- 
winding mechanism superim- 
posed; but, like the Universal 
Microtor, it is all one movement 
as shown in Figure 11. There 
you see the top plan with the 
side plan pictured underneath. 
Figure 12 shows the rotor sup- 
ported at points near its ex- 
tremities—a design which al- 
lows freedom of action and pre- 
vents wobbling. 


Roller Disc System 

A mechanical innovation in 
the automatic train helps main- 
tain a fixed-pitch diameter rela- 
tionship with the wheels into 
which they mesh. This system 


Figure 9. The Buren Superslender 
automatic watch movement with ro- 
tor an actual part of the movement, 


same level as rest of train. 


Figure 10. General shape and scheme 


of the small but heavy rotor. 

















Figure 11. Top and side view, show- 
ing comparative diameter and thick- 
ness of rotor. 
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Figure 12. Cross section of small, 
heavy rotor showing that its axle is 
supported near its extremities to aid 
ease of action and prevent wobbling. 


Figure 13. The oscillating gear shifts 
from one wheel to another, depend- 
ing on the direction the rotor turns to 


effect the winding of the mainspring. 


The circles in this figure 
which are 


Figure 14. 
represent 
mounted below each of the correspond- 
These help 


rol le r-dises 


ing wheels in Figure 13. 
maintain the correct pitch engage- 
ment of the wheel teeth, prevent wear 
and promote ease of action. 
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is used in the reverser group of 
wheels, where there is no fixed 
center distance between’ the 
wheels to aid in keeping their 
theoretical enmeshing distances. 
When wheels shift into one an- 
other to reverse the action, as 
shown in Figure 13, the depth- 
ing may become either too deep 
or too shallow. To overcome 
this, designers have attached 
roller dises to the bottom of each 
of these wheels. Diameter of 
each roller dise is exactly that 
of the theoretical pitch diameter 
of its wheel. The rollers make 
contact with each other; the 
toothed wheels above enmesh 
no deeper than their discs allow. 
The rolling discs keep this dis- 
tance theoretically correct; this, 
it is claimed, results in less wear. 
This idea is shown in Figures 
14 and 15. Illustration 16 shows 
the rollers underneath each of 
the wheels pictured. 


Manual Winding 

The manual winding opera- 
tion does not interfere with the 
automatic train, nor does the 
automatic winding action carry 
along the manual winding gears. 
Figure 17 shows the plan of the 
manual winding arrangement. 
The stem, winding pinion and 
clutch wheel cause the crown 
wheel to turn in the usual coun- 
terclockwise direction. The 
crown wheel is connected to a 
small, intermediate wheel which 
is connected to an oscillating 
wheel. This swinging wheel is 
mounted on a free axis so that 
it can alternately swing in or out 
of engagement with the ratchet 
wheel. When the watch is man- 
ually wound, the rotation and 
direction of these wheels causes 
all of them to mesh. You see the 
sequence in Figure 17. 


Self-Winding Mechanism 

When the watch is wound by 
the automatic mechanism, the 
ratchet wheel would then be 
turned by this self-winding train. 
Thus the ratchet wheel moves 
the wheels, instead of the wheels 
moving the ratchet. When this 
occurs, the ratchet wheel teeth 
push the sliding gear out of 
engagement. This sequence is 
shown in Figure 18. 





Figure 15. A schematic drawing of 
the roller-disc system showing how 
these help to justify the theoretical 
pitch engagement of the wheels. The 
rolling dises touch each other and 
prevent the wheels below them from 
“biting” into each other too deeply. 


Figure 16. A photograph of these 
wheels. Note the roller dises beneath 
each of the wheels and the compara- 
tive height needed to execute this idea. 


Figure 17. When the watch is wound 
by hand, all the winding wheels auto- 
matically fall into engagement. The 
direction of the driving wheels and 
its originating force causes these to 
enmesh. 





Figure 18. Should the automatic 
train do the winding, the ratchet 
wheel will cause the wheel above it 
to be pushed aside. This disconnects 
the hand-winding section, eliminating 


needless wear and waste of energy. 


Figure 19. The double ratchet system 
is used to cut out the motion of the 
hand- 


winding sequence. This is shown in 


automatic gears during the 


Figure 20. 


Here’s how the double 
ratchet works: When the lower rat- 
chet is turned by the self-winding ac- 
tion, its slot comes into alignment 
with the clutch-click 
causes it to fall down and lock both 


Figure 20. 


above, which 
as one. When the lower ratchet moves, 
it causes the upper ratchet to move 
too. The upper ratchet is connected 
to the barrel arbor only and thus 
winds the When the 
upper ratchet is turned by the manual 


mainspring. 


winding action, as shown in the lower 
view, its click-clutch merely glides 
over the hole of the lower ratchet and 
mainspring. When the 
lower ratchet is motionless the self- 


winds the 


winding train wheels do not move. 
Thus the self-winding train is spared 
unnecessary wear when the watch is 
wound by hand. 
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Just as the automatic train 
winds without carrying along 
the manual winding wheels, the 
manual winding automatically 
disconnects the automatic train. 
This prevents needless wear on 
these parts when the watch is 
wound by hand and is accom- 
plished by the use of a double 
ratchet and clutch mechanism. 
Figure 19 shows both upper and 
lower ratchets. 

The upper ratchet contains 
the ratchet wheel, click-clutch, 
and a spring plate. Figure 20 
shows the cross section of this 
unit. The upper figure shows 
the sequence when both ratch- 
ets are traveling together as 
when the self-winding mecha- 
nism is exerting the winding 
force. In this case, the lower 
ratchet connected to the self- 
winding train is moved in the 
direction of the arrow. Then, 
the tail of the click (3) drops 
into the slot of the lower ratchet. 
As the automatic train ratchet 
continues, it pushes along the 
click and its connected upper 
ratchet, thus winding the main- 
spring. 

The lower ratchet rides free 
on the barrel arbor. It can wind 
or turn the barrel arbor—and 
thus the mainspring—only if it 
is connected to the upper ratchet 
which has the firm connection to 
the barrel arbor. In the upper 
figure, J is the upper (manual) 
ratchet; 2 is the lower, (auto- 
matic) ratchet; 3 is the eclutch- 
click; 4 is the clutch plate- 
spring. 

The lower sketch, Figure 20, 
shows the sequence when the 
watch is wound by hand. Here 
the upper ratchet moves in the 
direction of the arrow. The click 
(3), carried along by the upper 
ratchet, glides over the surface 
of the lower ratchet. Its click- 
clutch glides over the bottom 
ratchet and slides out of the 
small hole in the lower ratchet 
while the motivation comes only 
from the upper ratchet. Thus 
the lower ratchet with its auto- 
matic train is left motionless. 
The ratchets should not be taken 
apart. They are designed to 
remain intact thus minimizing 
loss. 

Figure 21 should answer the 


Figure 21. Nine different models 
which were used in experiments to 
test winding action in the prototype 


model shown in Figure 22. 


Figure 22. In this especially hand- 
made early model of the movement, 
various small rotors were tested to 
see whether a small rotor on the same 
level as the rest of the movement 
could adequately wind such a watch. 





many watchmakers who wonder 
whether the shape of the rotor 
is arrived at by guesswork. This 


photograph shows nine rotors 
which were tried out during 
the experimental period in the 
prototype of the Buren watch 
(Figure 22). Some are solid 
units, others have swinging 
weights to overcome inertia and 
start the swinging earlier. An- 
other is split with almost 300 
of are. eae 


Next month, Mr. Fried de- 
scribes how to test, repair and 
care for the Buren Superslender. 
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Thank you, 


watchmakers of America. 


for your enthusiastic acceptance 


of the entire 


products of 
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WORKSHOP 
QUESTIONS 


and ANSWERS 


SIMPLE SOLDERING: How can I 
do fairly simple solder jobs with- 
out torches and oxygen? I am 
interested in jump ring jobs, 
using silver and gold solder.— 
M. Davis, Philadelphia, Pa. 


Answer: Use ordinary illum- 
inating gas and an air compres- 
sor or blower, operated by motor 
or foot bellows. Using low-melt- 
ing silver solder and low karat 
gold solder with commercial 
soldering flux, you should be 
able to do many simple jobs. 
Read one or two books on jewel- 
rv repairing (Hardy & Bow- 
man, or Jewelry Making by 
Greta Pack). In practicing, use 
borax as a flux, apply your heat 
slowly and increase the heat by 
more air or a richer mixture 
of air and flame until the solder 
flows. If the work is unclean, 
the solder will roll into a ball 
without fusing. If too much heat 
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and air are used at once it will 
blow the solder chip away from 
the seam you are trying to close. 
The melting borax, aside from 
serving as an antioxidizer, also 
serves as an adhesive for the 
solder. Make your solder chips 
as small as possible to do the 
job. In this way, less heat will 
be needed to melt it. Also, be 
sure to heat the whole area and 
not just the gold or silver solder 
chip. 
x x ok 

JAPY FRERES CLOCK: What is the 
age, value and history of an 8- 
day, French bell half-hour 
striker with the markings: Jady 
Freres & Co., C. of Med. D. Do- 
neur, 3PH Mourey 65?—A. R. 
Klahr, Stamford, Conn. 


Answer: The clock is made by 
Japy Fréres, not Jady, and be- 
ing an antique, has no set value. 
Jacques Japy founded the fa- 
mous factory of clockmaking in 
France in 1810. He died in 1813, 
but the company name continued 
into the latter part of the 19th 
Century. The marking medal of 
honor did not come into being 
until the latter half of that 
century. The markings on the 
bottom of the case are that of 
the foundry that cast the case 
and, incidentally, the number 65 
is the year in which it was cast 

a clue to the approximate age 
of your clock. 

ox ae * 
SANDS OF TIME?: Where can I 
obtain some large hour glasses 
and sand for them? — D. P., 
Richmond, Ky. 


Answer: Write to Greenhill & 
Rogers, 670 Lexington Ave., 
New York. Sand for hour glasses 
is a tricky business. You cannot 
simply use beach sand; it is ir- 
regular and will not run through 
the narrow waist of the hour 
glass (the jagged edges of the 
grain jam against each other). 
Desert sand should be used. This 
is wind-blown sand and the 
grains, by being constantly 
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rolled over each other during 
years of wind-swept activity, 
have become round and smooth 
and more suitable for “running 
through.’ Some hour glasses are 
made by using crushed egg shells 
as the “sand.” In modern egg- 
timing hour glasses the “sand” 
is colored synthetic crystals. 


* * * 


MARINE CLOCKS: I need a marine 
clock. Seth Thomas doesn’t make 
their No. 1001 engine lever brass 
ease clock anymore. Where can 
I get a good marine clock?— 
Stegbauer Jewelry Co., Mem- 
phis, Tenn. 


Answer: Chelsea Clock Co., 
Inc., Chelsea, Mass., manufac- 
tures marine clocks. Also, try 
Roth Bros. Jewelry Corp., 106 
E. 23rd St., New York. 





OVERSEAS REVIEW 


Horology (Japan) 


This Japanese-language pub- 
lication always has numerous 
articles on bench practices and 
escapement work accompanied 
by an abundance of good draw- 
ings. The fall issue contains a 
study of hairspring vibrating 
which suggests the traditional 
method of using a comparator- 
balance on a platform with au- 
tomatic tweezers for suspending 
the trial balance. Also featured 
are articles on pivot straighten- 
ing using the Zeitz jeweled block 
as well as special calipers; on 
various methods of hole closing; 
and on ultrasonic watch clean- 
ing using a special Japanese- 
made device. The transducer 
seems to be a rod on a shielded 
cable; it can be immersed in all 
the jars. 

The Japanese have quite a 
horological industry. They have 
their own machine - producing 
factories, timing machines, stak- 
ing sets, lathes, automatic clean- 
ing machines and many other 
automatic devices. Horology’s 
magazine articles on pin levers 
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NEWALL'S MODERN 
Flew MATERIAL ASSORTMENTS 


FOR THE WATCHMAKER 


Priced Well Under The Cost of Individual 
Parts to Save You Money 


INCABLOC MATERIAL 


Our latest assortment in a 12 bottle cabinet. 
Contains 3 each of the 3 best sizes of upper 
and lower springs, 4 unset cap jewels and 5 
balance jewels in settings, a total of |8 pieces 
in all. The new small sizes used for 6FC 
Wittnauer, Universal, Tissot and Girard Perre- 
gaux are included. 


: Tr heen sasenaes Each $6.75 








A. S. 1361 AUTOMATIC PARTS 
REPAIR KIT 


One each of the !2 best Automatic parts in a 
handsome leatherette cabinet with chart. Used 
for over 35 different calibers which are basically 
A.S. 1361. Every popular automatic part in- 
cluded: axles, wheels, clicks, springs, etc. 


ROG, TD 6 oct cvieweccs Each $8.00 
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SINCE 1877 


BOWMAN 
TECHNICAL SCHOOL 


Courses in Watchmaking, 
Engraving, Jewelry Repairing 


You can enter onytime. 
INDIVIDUAL INSTRUCTION 
Our graduates pass H.!.A. and state examina- 
tions and are in great demand. 


Sen” for free Catalogue 
**Your Future & Our School’’ Bowman Bidg., Lancaster, Po. 


John J. 
Bowman 
Director 





Courses Approved for 
Veterans & State Rehabilitation 











WORKSHOP (concluded) 


and their repair are probably 
the best in the world (although, 
strangely enough, almost all 
Japanese watches are jeweled 
lever). It is also interesting to 
note that Fletcher’s book on 
watch repairing as a hobby is 
appearing in serial form. It ap- 


pears to be quite popular in 
Japan, probably because it 
shows how to repair certain 
watches with simple tools. 

* * * 


Watch & Clock Yearbook 
(N.A.G. Press, London) 


This is a small magazine-type 
of book with articles by leading 
British horologists and jewelers. 
It commemorates the 100th an- 
niversary of the British Horo- 
logical Institute, founded in 1858. 
A major feature traces the his- 
tory of that institute. It proves 
especially interesting because 
there is no organization in this 
country with as long a history. 
The nearest in age is the Horo- 
logical Society of New York 
which was founded in 1866. 
Commemorative’ activities’ in 
England will include a special 
exhibit in Guildhall, opening of 
the Institute’s new quarters and 
the opening of a new library re- 
cently enriched by the acquisi- 
tions from the former Ilbert 
library. President of the Insti- 
tute has always been, by tradi- 
tion, the Astronomer Royal, in 
this case Sir Harold Spencer 
Jones, KBE, FRS, MA, ScD, 
FRAS, FBHI. 

In another section of the year- 


book, an article predicts the 


his book, The Grandfather Clock. 
He goes over the numerous hints 
for establishing origin and age 
of these clocks and points out the 
details not to be overlooked when 
searching for clues. T. R. Robin- 
son has an article on “Clocks and 
Technical Progress” in which he 
cites advances in design, such as 
being able to remove barrels 
without the need to dismantle 
the rest of the clock, safety let- 
offs of high grade chiming 
clocks, better speed governing 
devices in striking clocks, better 
suspensions and “in-beat” de- 
vices and self-correcting devices 
for hour and chiming sections. 
“Changing Methods at the 
Bench” is a retrospective survey 
by W. G. Pike who speaks of his 
early apprenticeship, the dingy 
quarters, the old tools and ma- 
chines, the methods of acquiring 
skill and knowledge by prying, 
and the secret studying to avoid 
“catching it” from jealous jour- 
neymen. The book also contains 
a good portion of encyclopedic 
information, tables, formulas 
and footnotes. Also, there is an 
alphabetical index of trade 
names, jobbers, publications and 
organizations. 
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WATCHWORK—STONE SETTING 
JEWELRY—ENGRAVING 
BRADLEY UNIVERSITY 
HOROLOGICAL DIVISION 


Dept. C Peoria, Ill. 
Students may enrol! at any time of the year 








future of the watch. For most 


people, the article says, it will 
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WORKSHOP (continued) 


Deutsche Uhrmacher Zeitchrift 


This publication is rich in in- 
formation; just by looking over 
its advertisements you can learn 
about the latest German design 
in self-winding, pin-pallet and 
other calibres. A recent issue 
features a picture of a large 
clock in Coventry, England, on 
which an effigy of Lady Godiva 
is the automation. She rides a 


white horse (not side saddle 


either—in fact, without any 
saddle!) and a triangular open- 
ing about ten feet above her 
holds a mechanical peeping Tom 
with bulging eyes. In the same 
issue, Dr. Franz Feldhaus has a 
fine article on clocks that use 
rolling balls as a form of escape- 
ment, similar to the Congreve 
type of clocks. Dr. G. Glaser has 
an article on the Ato transistor 
pendulum clocks. These clocks 
are a great improvement over 
earlier clocks in which there was 


_— ea Greetings 


CHARLES F. WINSON 


S80 FIFTH AVENUE. NEW YORK 19 
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“Linde” is the registered trademark of Union Carbide Corp.—a synthetic gem 


a direct electrical contact for 
energizing a solenoid coil to 
“suck” in the magnetic pendu- 
lum. Energizing is done in the 
new clocks by transistors; as the 
magnetic pendulum nears the 
solenoid, the transistor releases 
the electric impulses so that no 
physical contacts are needed. 
The principle behind this, ac- 
cording to Dr. Glaser, is based 
on the effect a magnet has as it 
enters a hollow coil. This effect 
puts the transistor to work as a 
release valve to allow the battery 
to send its charge to the coil so 
that the pendulum is drawn 
deeper into the coil. The pendu- 
lum rod at its upper end does 
the counting for the dial train. 
Such clocks are produced by Ato 
and Junghans and are very at- 
tractive mantel pieces. 

In the same issue Grotkast 
writes about the proper meshing 
of chronograph runner wheels 
and levers, and there are excel- 
lent drawings and measurements 
on the dead-beat (Graham) es- 
capement in an article by R. 
Glatz. 

Another issue of this publica- 
tion has articles on the ‘“Paul- 
son” type of watch timing ma- 
chine and a short article on set- 
ling up tests for the lever es- 
capement. There is also a dis- 
cussion of the skill necessary to 
repair fusee chains. While these 
are still used in aneroid barome- 
ters and in some scientific in- 
struments, they are no longer 
used in pocket watches since the 
advent of the going barrel. In 
another feature the new Uni- 
versal automatic movement is 
shown and explained; it presents 
an entirely new idea in 
winding 


self- 
mechanisms. In this 
watch the self-winding mechan- 
ism, the rotor and the transmis- 
sion gears are situated as part 
of the regular train and on the 
same level. The rotor is about 
the same diameter as the barrel. 
Thus the watch may be made 
thinner and the rotor can be a 
solid semi-circular 
heavy metal. 


piece of 








Want Fast Action 
BUCKAROQS 7 


"Wanna relocate--get rid of 
something--hire somebody?" "Got 
a special service you want to 
sell like watch repairing, 
jewelry repairing, engraving, 

or perhaps auctioneering on wane 
or sales’ promoting?" wn” ! aaa > 













If you do, and you , 
want hair-trigger ae Pitan 
action, then mosey on 
over to the classified | 
section of The Jewelers! 
Circular-Keystone right in 
this issue! The rates 
are downright cheap 
regardless of how much 
you want to say. 


COE 














So, don't be timid. 
Send in your 
classified ad now. 
There must be 
something you wanna .. 
sell, or buy! ine 
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CLASSIFIED ADS 


RATES AND REGULATIONS 


Remittance in Advance 


“SITUATION WANTED” —Regular type $2.00 first 25 words; addi- 
Heavy type $7.00; 


tional words, 10 cents per word. 
tional words 25 cents per word. 


addi- 


“HELP WANTED’ —"LINES WANTED” —and “SIDE LINES"—Regular type $4.00 
first 25 words; additional words 15 cents per word. Heavy 
type $7.00 first 25 words; additional words 25 cents per 


word. 


ALL OTHER HEADINGS —Regular type $8.00 first 25 words; addi- 


tional words 25 cents per word. 


Heavy type $12.00 first 25 


words; additional words 30 cents per word. 


® Name, Address, Initials and Abbrevia- 
tions count as words 

® If answers are to be forwarded, 20 cents 
extra to cover postage must be enclosed. 


® No Agency Commission. 


In answering Box Numbers address envelope 


@ Advertising matter addressed to classi- 


fied advertisers will not be delivered. 

@ Classified ad form closes 10th of the 
month preceding date of issue. 

@ A box number when used in ad counts 
as five words, that is, “Address #13, 
care of J C-K.” 


“Box —,” care of Jewelers’ 


Circular-Keystone, unless otherwise instructed. In answering ads, do not enclose 


original letters of recommendations. 


JEWELER’S CIRCULAR-KEYSTONE, CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 











Situations Wanted 


DIAMOND BUYER assorter and line 
assembler seeks position; very experi- 
address, ‘°453.”’ 


enced firie | rerterences 


are J(*-k 


“The Master! Watchmaker 20 
experience; finest workmanship ; 
of taking charge of depart- 
references addre Ss a Pe 159) ‘ 
JC-K 


master-goldsmith (;er- 
‘aking specialized in 
making fine jewelry, 
desires position; ad- 

1617,"’ care of JC-K 


PORTFOLIO WATCH SAT, 
eve New York State, New England. 
Penna ubstantial] draw : no side 
ines: currently counterman Manhattan 
area address, “S.. 4595."" eare of JC-K 


ESMAN top 


WATCHMAKER, jewelry repair: neat, 
fast Clean habits, reliable first class 
workmanship 14 years’ experience 
rraduate reterences addres | 


1H40) care of JIC kK 


a“ AMOND MAN : for many vears at lead- 

& position in rough and polished, buvy- 

ins ind manufacturing as well seeks 

growing firm: will relocate 
address “‘S 1649." care of JC-K 


( alripe in) 


B.A. DEGREE: experienced in all phase 

of management specialist in organiz 

iit Pores five figures minimun 
address “Ss i1608."" eare 


WA oo AK ER-JEWELER: above ay 
age rkman certified Master W: 
make - years experienc fine 
‘ socurter ence We ndell CC, Hapgood, ! 

rd St. Salida, Colo 
u-KNOWWN experienced salesman 
tablished following with manufactur 
in Metropolitan area ‘ o 
nnect with reputable co 
14 care of JC 


~ LLESMAN better 
hangs territory, 
Shore, Marvland 
(‘olumbia rood references 
oe '' ['565,"" care of JC-K 

COUNTERMAN ee} 
table wholesale 
New Jersey; available after Christmas 
negotiating now highest reference 


lewelry (le ire 
Delaware eastern 
Penna District of 
address 


salaried job repu- 


confidential adadre ‘Ss 1588 eare 


iewelers New York or 


ADING SALESMAN: jewelry boxes; 
trays, fabrics, displays national fol- 
lowing rated retailers, Wholesalers, im- 
porters, manufacturers; $12,000 draw; 
early fiftie s: highest reference : address, 
“S.. 4560," ‘are of JC-K 

COMBINATION MEN, Jeweler and Stone 
Setter, desires change: something with 
future; family man in my 30's: 12 years 
experience pref r alawe st or South- 
west : address, 5 8 1633. eare of 
JC-K 


DIAMOND MAN; 13 years experience 
buying, supervising dept., assorting; 
excellent knowledge sources; seeks op- 
portunity to use knowledge most ad- 
vantageousl) : BBA Marketing: ad- 
dress, “N., 4605,” care of Jc-K. 


MANAGER: 25 years experience all 


phases credit ere emp executive abil- 
itv, forceful salesman; can handle cred- 
its, promotions, buying advertising: lo- 
cation optional: address, “J., 4639," 
care of JC-hk 


EWELER 12 years experience in re- 
tail sales, diamond setting and repair 
work (FTA student: wants position 
with reliable store; capable of RaavER- 
ing responsibilities; address “F., 46: 
care of JC-K. 


SALESMAN! Special- 
ist arranging daily diamond window 
trim highly intensified experience 
middle age: employed now New York 
vicinity AVE psig ible February address 
“S., 4622,’ are of JC-K 


INCOMPARABLE 


MERS. REP.; 56, married: with Midwest- 
ern retail following, seeks exclusive 
line with reasonable guarantee: or posi- 
tion of sales-manager, store manager 
or promotion: ties ' will relocate ad- 
dres oo = $41' care of JC-K 


MANAGIER-salesman; 35, family man: 
ambitious, 15 years experience a 
phases of credit jewelry: handling of 
personnel, collections, trimming etc., 
now employed; desire change for ad- 
vancement after os unuary ; address, “‘R, 
1633." care of JC 





SALESMAN; 12 years alien leading 
jewelers in New York City and New 
Jersey; prestige line watches; excel- 
lent established followings; seeking 
1959 representation for watches or 
fine wy ssy address, “L., 4604,”° 


‘are of JC-K 


SALESMAN; If perseverance, 


EXPERIENCED SALESMAN; 10 years 
experience in New York market; 
have the respect and confidence of 
store buyers, wholesalers & retail- 
ers; would consider silverware or 
watch line; address, “460,” care of 
nian 

LOS ANGELES; Retailers! Your dia- 
mond, watch and jewelry sales profits 
are limited only by your ability to 
tract and hold the most qualified 
productive personnel; think it over! 
You might need this man; telephone 
DUnkirk 7-2865 


initiative 
and youth can put your line across, I’m 
your man; presently employed by na- 
tionally known quality watch line, 
ering middle Atlantic States; excellent 
record ; new connection sought with per- 
manent future address, “K., 4592,” 
care of JC-K. 

COMBINATION MAN: Stone setter, Jew- 
eler, Certified Watchmaker, Salesman, 
12 yrs. experience; capable of taking 
charge of repair department; 34 yrs 
old, neat in appearance; experience in 
all phases of jewelry business; desire ~ 
something with future; address “C 
4618,"" care of JC-K. 


SPECIAL ANNOUNCEMENT to Manu- 
facturers of Silverware, Giftwares, 
Jewelry, ete.; HARRY LEHMAN, 
formerly of Lehman Bros., Silver- 
ware Corp., has recently resigned 
and is open for good proposition; 
as sales manager or traveling posi- 
tion; 30 years experience can be 
profitable to any manufacturer who 
can use a man of ability; will con- 
sider replies from reputable Manu- 
facturers only; open for interviews; 
HARRY LEHMAN, 1136 E. 24th St., 
Brooklyn, New York. 


Lines Wanted 





sESMAN for Silver hollowware lines 
in all New England Cities would like 
good side line; address “E., 4586,” care 
of JC-K. 


LINE WANTED to sell to wholesalers 
Penna., Ohio, Ind., Ill, & Mich; terri- 
tory covered 4 times yearly; address, 
‘“M.. 4596," care of JC 


WEST COAST; top salesman with 12 
vears experience desires fine gold-filled 
or 14k jewelry line to pomere exclu- 
sive ia 4 aqaaress a — ty Oe Pai are of 
JC-K 

WELL ESTABLISHED salesman now 

calling on wholesalers and jobbe rs, 

wants lines for Midwest: address, “JC 

K, Box 354, 360 N. Michigan, Chicago 

1, Il. 


SALESMAN; 15 years experience sell- 
ing top lines East Coast, Midwest, to 
manufacturers, jobbers, chains and re- 
tailers: available now: first rate line 
or lines: address, ‘442, care of JC-K 


SALESMAN: Covers the Southeast: 
wants an additional line on commis- 
prefers Sterling Silver or a fine 

* Solid Gold jewelry ;: address, “R., 
care of JC-K. 

MAN, thoroughly experienced jewelry 25 
vears: no strings attached, willing to 
travel any territory completely: avail- 
able Jan. 1, 1959; direct lines only; ad- 
dress “P., 4653,” care of JC-K. 


NEW KNGLAND Commission Agent 
wants line well designed gold costume 
jewelry for 1959; nothing under 14K: 
top jewelers only address “H., 4562,” 
care of JC-K. 


SIDE line of findings, zold, sterling silver 
and gold filled: experience with good 
following: & vears traveling, New York 
through to North Carolina: address 


d083," care of JC-K. 





SALESMAN, Hustler looking for qual- 
ity line of reputable mfr. only; have 
140 active accounts in the East; 
commission; address, “458,” care 


of JC-K. 
TOP NOTCH SALESMAN; well known 


to better rated jewelry stores; West 
Coast, open for leading Diamond 
Ring line; only top line considered; 


address, *“*M., 4655.” care of JC-K. 
MFRS. REP., 5th Ave., Showroom, sell- 


ing Chain, Dept. Stores; Jobbers; 
will be interested in Plated & Ster- 
ling Hollowware line and kindred 
line for 1959; address, “449,” care 


of JC-K. 


TEXAS, OKLAHOMA, 
ARKANSAS, representation available: 
write TOLA Tumbleweeds, Southwest- 
ern Jewelry Traveling Men’s Associa- 
tion, ¢/o David Shapiro, Executive Di- 
rector, 1710 Jackson St., Dallas, Texas 








LOUISIANA AND 


SALESMAN carrying loose diamonds de- 
additional line; following among 
wholesale and retail jewelers in San 
Francisco, Bay area and Northern Cali- 
fornia: address BAM, 523 Placitas, 
Menlo Park, Calif 


SILVER SALESMAN, New England: 
long established, jewelers, rift 
interested quality line Silver plated hol- 
lowware; designing more important 
than pricing ; commission ; address “H., 
1561,"" care of JC-K 

CORRESPONDENTS INVITED. 
facturers or importers: short lines, 
quality Gift items: New England 
ritory commission: Jarge account 
better retailers: address a) te 
care of JC-K. 

MEG REPRESENTATIVE with estab- 
sales company with following 


Sires 


shops ; 


manu- 
first 


lished 
from Virginia, South to the South 
Americas; looking for top lines to re- 
tailers & jobbers; IDEAS UNLIMITED. 
S42. W. Glagiler St., Miami, Florida: 


Phone KF Ranklin $= SOS0 


RESIDENT DETROIT MANUFACTUR- 
MRS Representative with downtown 
Detroit showrooms effective January. 
lYo9%, has opening for several non-con- 
flicting jewelry lines: both men’s 
women’s all price ranges: Address. 
P. O. Box 1234, Detroit 31, Michigan 

MANUFACTURERS’ REPRESENTA - 
TIVE; 15 years experience: following 
Jews iry, Dept., Gift Stores; seeks estab- 
lished line; covers metropolitan New 
York, New Jersey Washington, alti 
more, Philadelphia; address, 457.” 
care © (*-K 

ENPERIENCED 


and hollowware 


‘ 


sterling silver flatware 

Salesman; prefer ex- 
clusive representation in New England 
area; would however consider several] 
small lines as manufacturers repre- 
sentative In Same area age 36, mar- 
ried: addre Ss, a 1607." care of JC-kK 


sAESMAN: SOUTHEASTERN 
TATES ; calling on better retail jew- 
well established Gold ‘and 

Killed lin: wants additional. non- 
conflicting line well known and thor- 
oughly entrenched in territory : eommi: 
sion address, “A 'G6al. care OT JC-K 


TOP NOTCH MAN: have one top lin 
want one more tor 1959: large following 
Wholesale jewelers and eatalogue 

firm with Food sheet preterred 

Phila., baltimore, Washington. D. © 

Maste rn Penna . NeW Jersey eXTtensive 

and constant COoOVeEraLRe addres ae 

too6,” care of JC-K. | 


houses : 


BOSTON 
with 
amone 
seeks 
turers’ 
and 
erences 
JC-K 

MKXNPERIENCED 
sentative with 
among department 
jobbers in the West 
Manufacturers line of either gold, gold 
filled, sterling, cultured pearl jewelry. 
rings, watch and chains: large 
volume producer; highest reference 
address, “H., 4611.” eare of JC-k 


REPRESENTATIVE re 
experience and fine fo] 
retail jeweler and volum: 
important, established, manufa: 
line for the territory constant 
broad coverage assured: best ref 
address, ““M., 4606." eare of 


ident 
lowing 


l1lSé rs, 


Manufacturers repre- 
established following 
retailers and 


(‘oast, seeks one 


Stores 


CaSeCS 


LAR-KEYSTONE, D! 


“~EMARER 41906 


FOR CHICAGO AND MIDWEST; At- 
tention Manufacturers and Import- 
ers; If you have quality merchan- 
dise for Wholesalers, Department 
stores and Mail Order Houses and 
need aggressive representation, will 
be in New York City approximately 
January 15, 1959; address, JC-K, 
360 N. Michigan Ave., Chicago 1, 
Illinois. 

SALESMAN calling on best jewelry stores 
in New England, New York State, New 
Jersey, Penna., Baltimore and Wash- 
ington, D. (C., seeks contact With manu- 
facturer of finest jewelry for repre- 
sentation as side line; travels by car 
equipped with jewelry Babaco Alarm 
System; consideration will be given 
only to top grade jewelry manufac- 
turers: address, ‘456,’ care of JC-K. 

HIGHEST ranking ace traveling repre- 
sentative available for January; 
strong salesman with following is 
needed now; 35 vears selling in 
principal Eastern Cities; New York 
to Michigan; desires strong jewelry 
lines on strictly commission basis; 
gold, platinum, diamond lines, em- 
blem line, traveling clocks, watches, 
promotion mdse.; have most power- 
ful connections in the country with 
jobbers, credit, department stores, 
large retail stores and all other types 
of outlets; you cannot fail with this 
five star ace; what have you to 
offer? address, ‘1, 4612.” care of 


JC-K. 
ee 


Side Lines 








a -_ 


and Midwe 

sell nationally advertised 
displays top commiis- 
“M., 4645, care of JC-k 


SALESMEN for 
territories to 
line of jewelry 


sions: addre Ss, 


Northwest 


better tailored costume jew 
New england territory, 
Indiana Southeast con 
address, “B., 4644," care 


MEN for 
elryv line: 
Michigan & 
mission basis 
of JC-K. 


SALESMEN with established territory to 
carry a popular priced gold ring line: 
commission: state experience, territory 
and references; Schwartz Jewelry Co 
Inc., S50 EK St., Buffalo 10, N. yy 


SALESMEN wanted by manufacturer 
of a competitive and extensive line 
of 14K gold bracelets, dises, charms 
and calendars; address, “*R, 4652,” 


care of JC-kK. 
NEW YORK man wanted to cover 


Middlewest carrying one of the na- 
tion’s most outstanding, advertised 
14K jewelry lines; many established 
accounts; replies held confidential: 


address, “C, 4549,” eare of JC-kK. 


SALESMAN for N. Y. State & New EF) 
gland commission basis l4kt 
rings, tie pendant eallin 
Retail & Stores t] 
ready Jan. 10, 195% 
care of JC-K 


TACKS & 
Department 


} 
addres ~ 


SIDELINE salesmen wanted Oo earry 
fast selling ladies’ and gents rings 
established territory with excellent Op 
portunity high commission COPrrespol 
dence confidential. Address 420." ears 

of JC-K. 

SALESMAN to represent a manufactur- 

Ing jeweler with a quick and good sel] 

ing side line on a commission basis 

wedding rings and mounting 
territory you cover: address 
care of JC-K 


~ 


SALESMAN represent Man turer 
extensive line of mountings including 
fancy and wed 
ding ring sets, gents rings and earrings 
10° commission basi mos 


address, “‘“M nye care of JC-K 


Con ktails., enrarement 


t territori 


(pve a 


SALESMEN, one for Indiana, one for 
Wisconsin, with established terri- 
tory; carry popular wedding ring 
line; commission; state experience 
and references; address “JC-K, Box 
363, 360 N. Michigan, Chicago 1, 
iil. 

WEST COAST SALESMAN for qual- 
ity watch line with retail jeweler 
following; liberal draw; excellent 
opportunity for right man to join 
top-line company; full particulars 
first letter; replies confidential; ad- 


dress, “F, 4532.” care of JC-K. 


SALESMAN for Southwest-Southeast: 
terrific opportunity for right man 
to carry one of the top 14K jewelry 
lines; many established accounts; 
commission; replies strictly confi- 

. é ‘ ‘ s 
dential; address, “C, 4632.” care 
of JC-K. 

SALESMEN: established following among 
retail jewelers to carry religious goods 
and pearl lines middle Eastern, mid 
dik Atlantic and Southwestern terri 
tories open; 15% full par 
ticulars first lette1 i601,’ 
care of JC-K 


cCOoOnImMIssion 
addre SS. “WA 


manutacturer ol 
ring 
fancy 


SALICSMEN to represe nt 
extensive line of Ladies 14 Kt 
mountings, including a variety ol! 

also earrings pendant and 

territories open 


R., 459: 


rings: 
rings in 
commission basis 
ecare of JC-K 


Sets most 


rddre 


tacks «& Pen 


overs 


MFG. 14 Kt. earrings, ttl 
dant wants salesman who 


bers & distributors throughout the 
try: COMMISSION basis ate, object 
conflicting lines thi line 
loth 195% address |) 
if JC-K 
& CO... fine jewelry house, 
line salesmat! for Midwest 
must have following of 
drawings against comm 
references desired; will be held in 
fidence apply 160 Mt Pleasant 
Newark, N. J 


NEW ENGLAND SALESMAN for qual- 
ity watch line with retail jeweler 
following; better than average draw; 
exceptional opportunity for right 
man to join a topline company; 
full particulars first letter; replies 

address, “F, 4533,” 


side 
tory 


Stores 


confidential; 


eare of JC-kK. 
NEW YORK resident to 


tended trips to larger cities through- 
out the U. S. carrying outstanding 
complete line of L4K > charms and 
ladies’ jewelry; many 
commission ; 
address, ““C, 


make ex- 


men's and 
established 
confidential: 
eare of JC-k. 


~~ 


s« 


accounts: 


replies 
1621." 
ALESMAN > to 


rnufacturer of 
and men 
recquire «i 

a non-competitive tine to co 
commis 


i high 
14 Kt 0) overlay 


representative Tit 


(ohio ind Indiana 
‘ y full particulatl 


Virit 


SALESMAN 
manuract 


ladies and 


ler W ry 
CAaArrV iti 
part 
York 
CO mI 
particu 
dre I 
SALESMAN 
and surround 
Pacture 
welding 
qorye 
apphire (;ents 
pilerndl opportunity 
liberal 
ig odd ime ‘ 
onfidential 


of JC-K 





WATCHES: SALES REPRELSENTA- 
TIVE wanted for one of the most 
exclusive SWISS WATCHES; start 
January 1, 1959; Territory: TEXAS, 
OKLA., MISS., LOUISIANA; appli- 
cant must be familiar with better 
jewelers only; willing to travel; 
good future; salary or draw against 
commission; replies held in strictest 
confidence: send resume and ref- 


erences to, “E, 4603.” care of JC-K. 


‘kD SALESMEN to cover 


southeas and Southwest territories 
to carry nationally advertised diamon 
ring line, we have long established as 
count but require representatives With 
it trong following of their own: sub 
tantial drawing account against com- 
missions for top salesmen accustomed 
to high earnings; excellent opportunity 
for the right men all replies le 
strictly confidential, address, ““M., 4624,’ 
Cure of J¢c’-kK 


Help Wanted 


WATCH SALESMAN — our message 
too important for this small space: 
See Display ad page 94. 


WUALITY WATCHMAKER for le: 
jewele! finest working conditions 
conditioned hop permanent ; 
mans Jeweler Worcester, Mas 


OUTSTANDING OPPORTUNITIES 
for experienced watch or Jewelry 
salesmen; address, “H, 4590.” care 
of JC-K; for complete details see 
our ad on page 91. 


ATTRACTIVE PIN lever line 
In principal states from « 
Swi: Importer with office: 
York & la Angeles address 
rH,” care of JC-K 


WATCHMAKER: experienced epair 
in long established jewelry stor: write 
full particulars in first § letter Haw 
thorme Jewelry 2102 (‘entral Ave 
Kearney, Nebraska 


(CAPABLE credit jewelry store salesman, 
(fentral Ohio must be enthusiastic 
pleasant rive ave rerterence a xX 
perience in first letter address ly 
1624 care of JC-K 


ALIVE MANPERIENCED  salesmar for 
outstanding semi-mounted diamond ring 
line popular priced territory open 
Southwest, Midwest highest reference 
required nadadre a $514 
ieee i 

WATCHMAKER 


veek ideal 
Norther) (ohio (“ity 


<perienced ve (lat \ 
working conditions i! 
permanent yood 
tiite nee experience, salary expected 
first lette addres “R 216 " Care 


Ji". 


PLTAMONIT watch case and attachment 
ne available for the Southwest on con 
: nly experienced salesman re 
Ving full information in 1 
confidence adare 


}¢ IX 


ctLiel 


addre 


DLTAMONIT leading dia 
rieorie lHrhyrortet! oOunL man 
‘) . roods i?) 


repre eri 


“ Yor! : eplic kept CO} 
lool.’ 


enare qT 


SALESMAN ecalling on retail jewelers; 
Pittsburgh, Tri-State area: Ameri- 
ca’s most complete line of Searab 
jewelry, Dise jewelry, Identification 
Bracelets: Admark, 714 Sansom St.. 
Phila. 6, Pa. 


110 


Td) 


MANUFACTURER of established line 
of Silver Plated hollowware seeks 
experienced salesmen for Southeast, 
Southwest and Middlewest terri- 
tories; major line to department 
stores, jewelry and gift stores; ad- 


dress, “L, 4557,.”’ care of JC-K. 
RING SALESMAN for New England 


States; must have established fol- 
lowing line consists of well-made 
10 & 14Kt. gold rings, synthetic 
and genuine stones only; apply to 
the HOUSE OF KRAUS INC., 300 
Stanwix St., Pittsburgh 22, Penna. 


EXCEPTIONAL opportunity for an am- 
bitious, aggressive salesman for a re- 
tail credit jewelry store in a fine New 
England town; must know window 
trimming, advertising, promotions: send 
full resume in first letter; Munsat 
Jewelry Co., Rutland, Vermont. 

WATCH SALESMEN): various territories 
open for aggressive salesmen; only men 
with experience and following among 
retail jewelers should apply; drawing 
against commission: Croton Watch Co., 
Inc., 404 Fourth Ave., New York 1h, 
N. Y. MU 99-4445. 


SALESMAN ealling on retail jewelers; 
North Carolina, S. Carolina, Georgia, 
Florida; America’s most complete 
line of Scarab jewelry; Disc jewelry ; 
identification bracelets; established 
accounts; drawing; Admark, 714 
Sansom St., Philadelphia 6, Pa. 


SALESMAN ealling on Retail Jewelers ; 
New England and New York State; 
America’s most complete line of 
Scarab Jewelry, Dise Jewelry, Identi- 
fication bracelets; established ac- 
counts; drawing; ADMARK, 714 
Sansom St., Phila. 6, Penna. 


SALESMAN; Southeast; extensive di- 
amond ring delivery line; perma- 
nent opportunity for experienced 
man with following to take over 
our many active accounts; draw vs. 
commission; R. Reiman & Sons, 64 


W. 48th St., N. Y. C. 
DIAMOND RING SALESMAN | for 


Southern territory; only experienced 
salesmen with well established fol- 
lowing need apply; wonderful op- 
portunity for the right man: H. 
Hamburger Co... Inc., 22 W. 46th 
St., New York 36. 


WATCHMAKER: for modern, verv clean 
store active Countv seat of 21,000 
(founty drawing 45,000, industry and 
farming: please state experience, quali- 
fications and other details in first, hand 
written letter: only skilled men need 
appls Albert Fischel, 1320 Broad St., 
New Castle, Indiana 


"ATCH SALESMAN prominent im 
porter of quality nationally advertised 
watches has opening for two capable 
representatives one for Midwest, the 
other New York State and adjacent 
territory excellent opportunity: pive 
full details in strict confidence address 
“T., 4609," care of JC-K. 
BACITING OPPT’Y : for managers and 
iss't. managers: must have ton ref- 
erences and anxious to grow with our 
expanding organization of three stores 
we are 250 miles from N. Y. C., Write 
fully in confidence, stating salary and 
employment record, family status, 


tc.. 
to Wm. Haflett, Alpert’s, Elmira, N. Y 


“SALESMAN for South Atlantie and 
Gulf States to represent nationalls 
known New York ring house: ex- 
tensive diamond ring and colored 
stone delivery line with merchandise 
aids; drawing against commission; 
reply in confidence; address, “S, 


1600.” care of JC-K. 


SALESMAN for prest.< nationally 
known Silver Plated holloware line; 
must be aggressive and have estab- 
lished following to cover Washing- 
ton, Oregon, Calif., and Utah; full 
particulars in first letter; replies 
confidential; address, “*445,”" care 


of JC-K. 


SALESMAN for prestige nationally 
known Silver Plated Holloware line; 
must be aggressive and have estab- 
lished following to cover the Caro- 
linas, Georgia, Fla., and Ala., full 
particulars in first letter; replies 
confidential; address, **444,”" care 


of JC-K. 


EXPERT WATCHMAKER for high-grade 
jewelry store where first class work is 
required; permanent position under 
ideal working conditions; five 
week: liberal salary or piecework 
rangement: also opening for a 
front man; M. A. Green, 117 Bank 
St., Waterbury 2, Conn. 


SALESWOMAN experienced ; for fine 
old established Manhattan jewelry con- 
cern: (In business since 1908) thor- 
ough knowledge of diamonds and gold 
jewelry $10,000 a year salary plus 
bonus for qualified woman; must hive a 
large personal following; write rs 
$538."’ eare of JC-K. 


RiTAIL SALESMAN with well rounded 
experience for well established mid- 
west credit jewelry store; excellent op- 
portunity for personable, nice appear- 
ing, top notch salesman: include ret- 
erences, salary desired, experience, pic- 
ture if possible and other details in 
first letter address “G., 4625," care of 


J(-kK, 


WANTED Manager for Credit Jewelry 
Store; located in ideal, progressive Mid- 
western City; if you feel you are being 
held back in life in your present em- 
plovment write us for details and 
eation: top salary, commission and 
bonus: only those interested in a se- 
cure and sound future need apply all 
replies held strictly confidential; ad- 
dress, “S., 4584," care of *-h 


LEADING Nationally known manufac- 
turer with the largest line of me- 
chanical charms has opening for 
representatives in Il far Western 
States: one non-conflicting line al- 
lowed; must travel regularly by car: 
commission basis; rare opportunity ; 
state full background; confidential: 
address, “*A, 4629.” care of JC-K. 


WATCHMAKERS and department man- 
agers openings in leased watch and 
jewelry repair departments in 
department stores throughout country 
old established company see king only 
mien interested in permanent positions; 
excellent working conditions: high pay 
ARC, experience People’s Watch 
Company, 120 Summit sSt., To- 


leading 


SALESMEN Nationally known diamond 
ring house adding to our sales organi- 
Zation: require salesmen for Mid Cet 

tral States and New Keeneland men 
with established retail following only 
need apply: liberal commissions, draw 
ing against commission Five thorough 
antecedents in first lette all informa- 
tion kept in strict confidence addres 

“R.. 4648, care of JC-K 


WANTED: DIAMOND ASSORTER; 
leading California Diamond ring 
manufacturer seeks an experienced 
diamond assorter;: familiar with all 
phases of the business; permanent 
position; this position will offer an 
excellent opportunity to the right 
man; only men with experience 
need apply; address, *“*S, 14628,” care 


of JC-K, 





AGGRESSIVE SALESMAN to carry 
nationally advertised religious jew- 
elry line to retailers; competitively 
priced: territories open; California 
and Qhio; many active accounts; 
complete catalogue to enhance addi- 
tional sales; only applicants who can 
give extensive coverage need apply; 
sideline permitted; address, “L, 


1626,” care of JC-K. 


LEADING NATIONALLY known 
Manufacturer with the largest line 
of mechanical charms has opening 
for representatives in 5 South- 
western States; one non-conflicting 
line allowed; must travel regularly 
by car; commission basis; rare op- 
portunity; state full background; 
confidential; address, ““A, 4630," 
eare of JC-k. 


Ri DOLPH’S DEPENDABLE JEWEL- 
ERS; one of largest and oldest 
jewelry chains in East, with head- 
quarters in Syracuse, N. Y., need 
voung aggressive credit jewelry sales- 
men who aspire to become man- 
agers; good starting salary, un- 
limited opportunity, pension plan; 
write S. W. RUDOLPH, 541 S. 


Clinton St., Syracuse, N. Y. 


SALESMAN 
line of 
sterling 
seeking a 


wanted for popular priced 
sterling silver hollowware and 
silver baby goods Wwe are 
man covering the Southwest 
who can give us intensive coverage in 
this territory our line is a large one 
and is well Known throughout the 
Country furnish complete details as to 
the territory covered, present line, ete 

(‘rown Silver, Ine., 366 Fifth Ave 

New York, N 


SALESMEN; GOOD opportunity for 
young outstanding Jewelry sales- 
men to connect with a well known 
fast selling diamond and stone ring 
line; individual capable of un- 
limited earnings with a liberal draw 
with this ring manufacturer: give 
full details and territory desired in 
first letter; all replies held confi- 
dential; address, “D, 4542.” care 


of JC-k. 


CLOCK salesmen for 
lmiported brands: 


universally known 
travel, desk fo) «days 
and transistor Wall clocks ast 
selling line; also nationally advertised 
popular priced Swiss lever and pinlever 
watch line; real opportunity for right 
Mer with excellent following choice 
territories open all existing accounts 
will be turned write tullest con 
fidence with all details only experi 
enced men apply address, F 15N] 
cure of JC-kK 


( lov ks, 


ever ; 


SALIESMAN- aggressive 
perienced, to cover 
call on retail jewelers 
manufacturers line of stone rings 
jewelry unusual Opportunity ce 
right man over 500 active accounts 
the territory substantial draw 
commission : write in 
letail giving resume, present 

and territories covered 
held in confidences 


care of 1 ¢ 


ambitious. ex- 
Southern States: 


with extensive 


afalns 
piease eomplete 
i 
Connes 
re pile ~ 


iddres as 


MONEY-MAKING line for Jewelry sales 
mien, retail POoOllowime e 1] patented 
Var -(;em and vents vold 
rings: the amazing stone ring line 
where the retail jeweler himself can in 
terchange and securely reset a variety 
of birthstones, pearls and onyx stones 
In a Vari-Gem ring in 60 
pact line: excellent Commission : 
tories open (ohio, Tllinois, W 
Minnesota, New Jersey, New York City 
New York State and Connecticut pro- 
tected territories David Pretfer Co., 
Inc., 106 Fulton St... New York, N. Y 


STO 


econd - 4«°OOn) 
ter’ 


ISCONSIN, 


EMBER 198 


SALESMEN WANTED; unusual oppor- 
tunity with leading manufacturer of 
promotional Sterling serving pieces, 
tor Mid-West, Southeast and South- 
west territories; must have experi- 
ence and following in the silver field 
with well rated jewelers, jobbers and 
department stores and carry one 
other non-conflicting line; can earn 
$250 to $300 weekly on commis- 
sions of 5 and 10% ; tnmust produce 
$100,000 annual volume; write full 
details of past and present connec- 
tions; address, “*A, 4615,” care of 


JC-k. 
SALES OPPORTUNITY with nation- 


ally known distributor of quality 
line of watches seliing through jew- 
elers; territory is well established 
with room for growth; want man 
interested in permanent position 
and willing to work hard; prefer 
experience in Southern States; draw 
against commission; state experi- 
ence, age, family status; send snap- 
shot or photograph — will be re- 
turned; references not contacted 
without your permission. Wyler 


Watch, 131 E. 23rd St... N. Y¥. 10. 
UNUSUAL OPPORTUNITY for 


motionally minded salesmen; top 
diamond ring mfr. with national 
reputation offers opportunity of 
lifetime to | or 2 outstanding sales- 
men; experience as diamond ring 
salesmen not required; if you are 
a promotionally minded, aggressive, 
hard-hitting salesman with proven 
sales record and desire a perma- 
nent profitable connection we would 
like to hear from you; all replies 
confidential; address, “S, 4627.° 


care of JC-k. 
GORDON’S JEWELERS need store 


managers; 52 stores in operation 
and opening 8 more next year; we 
offer top salary for right men, plus 
profit-sharing plan, paid vacations, 
free insurance and many other com- 
pany benefits; our steady growth 
means a secure future to good men; 
vou must be willing to relocate as 
we have stores in Texas, Louisiana, 
Alabama, Arkansas, Tennessee. 
Florida and Mississippi: write at 
once, giving your age, experience 
and salary desired; enclose a recent 
snapshot; address letter to H. B. 
GORDON, 700 Stewart Building. 
Houston, Texas, 


pro- 


For Sale 


Stores, Stocks and Businesses 
JEWELRY STORE for sak in Now 
(‘arolina address “PP ee 
JC-K 





DIAMOND setter 
watch and jewelry repairing 
Lane New York, N. ida 
1457," care of JC-K 


establishment 


SAN JOSK, CALIF main street 
ful framed credit 
owner must sel] because f neattt 
will dispose of inventory if not desired 
address “D., 4616." care of JC-K 


; 
SiLOoOre 


Ocnrt (oT) 


IN BUSINESS seven: vear: Iterested in 
consider staying nm repall 
$6,000 write Brown's Watch 
Main St St. Clairsville 


selling 
price 
Shop, I?S W 
(ohio 


‘ENTRAL FLORIDA long 
jewelry store for sale opportunity for 
watchmake priced for quick sak 
other interest: address “CC p10 eure 
of JC-K 


establishes 


established aggres 

store in heart 

$400.00 monthly 

and refrigerated 
tii] Ney Care 


Arizona: 
jewelry 


PHOENIN, 
sive credit 
downtown jocation ; 
rent includes heating 
cooling: address “K., 
JC-K 


CALIFORNIA, sacrifice, il 
jewelry Store cil 
SOS | SiS ue 
ines , excel- 

lease; ad 


SOUTHERN 
health: beautiful 
Long Beach, grossed 
net: cash only; all major 
lent repair business 200d 
dress “R., 4587," care of JC-K 

FLORIDA best rated jewelry 

sale: top accounts; fully es- 
t{ benchmen short hours; 

price $20,000; will cor 
address “kk 1637," care 


MIAMI, 
plant for 
tablished 
nets SLOLO00: 
sider partner 
of JC-hk. 


GOLD MINE on the Gold Coast of 
Florida; please don’t write for pic- 
tures; it’s beautiful; priced at $15,- 
000; plus twenty thousand inven- 
tory; key is yours; credit, cash, re- 
pairs; write to E, E. Jordan, Att’y.. 
Lang Bldg., Ft. Lauderdale, Florida. 


established 1’ 

accounts top 
conditioned : will sel] 
with or without stock 
owners retiring excellent future To! 
hustler Barry (‘redit Jewelers, Rock 
Hill, S rd 


JEWELERS 


LO.000 paid 


CREDIT 
years 
location 
January 


MEG PL show room speclaliz 
ing in) iKt earrings, tle and 
pendants; now doing a good established 
business located in N. Y. © must sell 
due to ill health and need of wi 
climate on Doctors ordet addre 
574." care of JC-hk 


ana 
tiie KS 


SMALL jewelry and watch repai 
ing, established 13 years in high 
dry climate sof, sunshine deal 
asthma and arthritis sufferers 
here and get well ti m oof So 
ventory and ures Yolo 
oa, ' ob” Ce 


store 


address 


SACRIFICE: old es lished jewelry ana 

rift store in Pennsy! 
and fixtures 

building 

Store J { vith watch 

building 
additional apart 
: required 


-anla YTesort area 
pilus Main 
64 


‘ * 7?t) GOO) All Lael 


S14 000 


maker and ation 
will pay for 
ment renita 
retiring add! bt.) eure aot 
J(*-kk 


MODERN Jk a in So. Mir 
neapotl [ busines 
established a location on 

national 
anda : 
SVO OOO 
tory 
usStTIINnE 
claire 








For Sale 


Tools, Equipment 


Patek Phi 
chnronoprap}l 
quarters and 

} jewel 

lewele! A 

bra 


Business Opportunities 


LIOLIDATE? GORDON BROTHERS! 
Flat sale or auction § prestige or 
volume operation .. . give your 
sale on commission basis, the bene- 
fit of our 54 vears experience and 
extensive organization. See ads 
below. 


SELL STORE? GORDON BROTH- 
ERS! Our reputation is your cer- 
tainty ...of maximum price, speed, 
reliability, facilities to meet indi- 
vidual needs. Oldest and largest 
cash buyers in the country. See ad 
below. 





CONSULT GORDON BROTHERS! 
America’s most complete service in 
‘ash buying and liquidating jewelry 
stores and stocks. Consult us on any 
phase without obligation, 38 Brom- 


field St.. Boston. Hancock 6-3233. 


ANTHONY J. GREGORY, auctioneer, 
6748 No. Ashland; Briargate 
4A-7303, Chicago 26, Ul. 


AMERICAN’S best known jewelry auc- 
tioneer; over forty years in this pub- 
lication as an advertiser: Thomas J. 
Faussett, 521 Fleming St., Howell, 
Michigan. 


auctioneers- 
1th St.. 
successful 


BRILL AND COLMES, 
sales specialists; 1 West 
N. Y¥. C.. over 35 vears 
retail or auction sales for jewelers 
throughout the country: highest 


references: see our ad page 85. 


AMI ’ ae ae ee vC will buy 
Ti} fil | 

Maiden 

ector 2Z 


DO vou need cash? Examine our guar- 
antee sales method of obtaining at 
least 10% above $ for $ for vour 
surplus stock, after all sales ex- 
penses; we have accomplished this 
amazing result for over L000 jewel- 
ers in the last ten vears alone; their 
thankful letters are in our files for 
your inspection; wire, write or tele- 
phone; Manny Silverman of Silver- 
man Sales Enterprises, 580 Fifth 
Ave... New York 19, N. Y. Telephone 
Pl, 7-4693: see page 25 for addi- 
tional details. 











Wanted to Purchase 


SURPLUS? GORDON BROTHERS! 
With our wide outlets, we can use 
your surplus, all of it, whatever it 


Just 
drop a line or phone collect for de- 
tails, 38 Broomfield St., Boston, 


Hancock 6-3233. 


is, and pay vou more for it. 


s and FOREIGN GOLD COINS 
hbought-sold: anv amounts free list 
ing Samuel Kisin, 720 Flushing Ave 


Brooklyn 6, N. Y., EV 8-1496 
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STORES WANTED: having recently 
sold out my jewelry store, want to go 
back in; will pay up to 100 cents on 
the dollar for old established store; 
A. Crowell, Broadview Hotel, E. St. 
Louis, Il. 


STORES WANTED ; having recently 
sold out my jewelry store, want to 
go back in; will pay up to 100 cents 
on the dollar for old established 
store A. Crowell, Broadview Hotel, 

KE. St Louis, Ill. 


STORE WANTED—Mer. 
(early 30°s) presently with large 
chain ($200,000 volume unit) 
wants to go into business for self; 
have CAPITAL; excellent character 
& credit ref.; knowledge’ every 
phase; any location considered; ad- 


dress, “L, 4582,” care of JC-K. 


JEWELRY 


WE ARE INTERESTED in buying 
stores in Cities of approximately 
20,000 or more in North Carolina, 
South Carolina, Georgia, Florida, 
Alabama & Tennessee; if you de- 
sire to sell write Box #+F, 4536. 
care of JC-K, to arrange for an 
interview: we will be interested in 
retaining present management. 


WE ARE interested in buying several 
jewelry stores that meet the follow- 
ing classifications: (1) Must be in 
towns of 5,000 to 50,000 popula- 
tion; (2) must be cash type stores: 
(3) must have Sterling lines: (4) 
must have good reputation and be 
well established: Manning Watch & 
Jewelry Co., 580 Fifth Ave., New 
York, N. Y. 


SPOT cash for diamonds, any size, 
any cut; loose or mounted; watches. 
new standard makes; used watches 
or trade ins, any make, antiques, 
lavallieres, chains, men’s, or ladies’ 
set rings; anything vou cannot sell 
send to me for cash; old gold, gold 
filled, silver, wateh bands: refer- 
ences, Dun & Bradstreet: S. W. 
Hora, 1810 Netherwood Ave., Mem- 


l . re 
phis 14, Tenn. 


Hut. EM TO CEL-MAN FOR QUICK 
CASH! Top prices for trade-in 
watches, jewelry, old gold: money by 
return mail for all makes and models 
In trade-in watches in any quantity 
all shipments held Intact tor Vou! 
approval rel Dun & Bradstreet and 
National bank of (Commerce : (‘e]- 
Max, Ine., 582 S. Main St., Memphis, 
Tennessee 


SPOT cash for diamonds, watches new 
or old, miscellaneous jewelry; check 
by return mail subject to your ae- 
ceptance; we have unlimited capital 
for this purpose; established since 
1919; for references, Michigan Ave- 
nue National Bank of Chicago and 
Jewelers’ Board of Trade, Harry 
Elkins & Company, 59 East Madi- 
son Street, Chicago, Illinois, Ran- 
dolph 6-7390. 

CASH in; send us your watch move- 
ments, watches, diamonds, old spec- 
tacle frames; gold filled serap, sil- 
ver, gold and any other precious 
metals and jewels for highest 
prices; we send you a check at once 
and hold shipment intact for your 
approval; references; National Bank 
of Commerce, Memphis, Tenn.:; 
Jewelers’ Board of Trade, Dun & 
Bradstreet. Weinman’s, Dept. K, 
108 Beale Ave., Memphis, Tenn. 


CASH PAID FOR U. S. GOLD COINS; 
Any quantity wanted in good con- 
dition, from one to hundreds. Cash 
air mailed immediately upon receipt 
of coins; WE PAY $35.00 cash for 
$20 gold coins; $18.00 cash for $10 
gold coins; $6.50 cash for $2.50 
gold coins; $8.50 cash for 
gold coins; $7.00 cash for 
gold coins; $25.00 cash for $3.00 
gold coins; damaged or mutilated 
gold coins redeemed at face value; 
CAROLINA JEWELERS, 33 PAT- 
TON AVE., ASHEVILLE, N. C. 


Pa IO ARNT AER ORE EEE POLL REUTER IRR SEI 
Watch Work, etc., for 
the Trade 


EXPERT and guaranteed watch repair- 
ing: watchmaster tested 25 years eX- 
perience days service; prices on re- 
quest H. DPD. Viekers, 1405 Delafield, 
Mt. Pleasant, Texas 


expert and guaranteed 
Watchmaster tested; 
prompt service, prices on request; Ma | 
orders invited David Migdal & Co.,, 
109-B Summer St., Tel. Hu 2-9547 


BOSTON, MASS 
watch repairing 


FINE wateh repairing for the trade ; 
work guaranteed for one vear; 5 to 
Watchmaker tested: rea- 
Shierer, Watch- 
Oak Park, 


days service 
prices \. H 


sonable . 
Marion St., 


maker 1] S 


11] 


repairing ; 
timed 


TRADE watch 
service ; electronically 
work guaranteed rea- 
insured 
Norris- 


excellent 
Cases polished 
sonable prices 
J Caparo, 16 FE 
town, Pa. 


COMPLICATED watch = specialists; 
watch repairing to the trade; five 
all watches timed, tested 
l 29 vears experience 
Service, 1510-20 E 


Chicago 11, Ill 


RELIABLE WATCH REPAIRING; fast 
guaranteed service; serving the trade 
for over 30 vears; lowest price for 
high grade work; all work returned 
postage paid; you have tried the 
rest now try the best; WATCH SER- 
VICE, Box 93, York, Pa. 








Special Order Work and 
Repairs for the Trade 


eens 
JEWELRY repairing ; new mountings fur- 
diamond setting Harold Jacob- 
> 


nished 
Madison St., Chicago 2, Ill 


Fon, ov 
pinions cut prompt and 


estimates and price 
Clock Shop, 10s 


WHEELS and 

guaranteed service 
request The 
S.W.. 


list on 
‘nad St (harlottesville, Va 

sterling sil- 
British and 
estimates sub 
Klatzko, MS 


REPAIRERS “since 1899 oft 
ver equal to new bys 
American Silversmiths: 
mitted: work guaranteed 

N. Munn Ave Newark, N. J 


REPAIRERS OF THE IRREPAR- 
ABLE; restoring, china, glass, silver, 
ivory, tortoise shell, miniatures, 
fans, dresser sets; jewelry; Hess 
Repairs, 168 E. 33rd St... New York 
City, N. Y. 








wee ieene 


Miscellaneous 








JUST RELEASED! HAMILTON ELEC. 
TRIC WATCH REPAIR MANUAL; 
over 100 step by step illustrations; 
price $6.50; Western Penna. Horo- 
logical Institute, 807 Ridge Ave.., 
Pittsburgh 12, Penna. 
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Honors In Our Time 

@ Vany jeweiry store owners began at the bench and 
Crp a thie confidence that. if worse ever Came to worst. 
they, could always support themselves and their families 
by repairing watches once again with their own hands 
and tools. Many young craftsmen. now selling their 
services or operating one-man shops. will be the big 
wheels of the retail jewelry industry someday, with 
their names spelled out in bronze or neon across broad 
storefronts or tactories, 

Generally speaking. today’s jewelers were watch re- 
pairers. and many of today’s young watch repairers 
will be tomorrow s iewelers, 

lhe whole industry. then. should heed what Henry 
RN. Fried. JC-K horological editor, said the other night 
at a dinner held in his honor by the Horological Society 
of New York. He discussed some important trade ques- 
lions that have worried a lot of people. and then  pro- 
duced a straightforward solution for those problems. 

“Why arent we attracting a greater number of suit- 
able apprentices?” Mr. Fried asked. “Why are we los- 
ine skilled craftsmen to other fields? What can we do 
to interest and hold eood men?” 

[hese questions are puzzling. because horology seems 
to be a good and satisfying way of life. Check over the 
lone list of erafts. Can you name many occupation- 
that can match horology for working conditions and 
security 2 The watchmaker doesn’t have to buy ver\ 
costly tools or carry heavy equipment. He doesn't have 
to climb ladders: his insurance costs are no higher 
than if he were a salesman or a teacher: his wife has 
no daily fear that shell be a widow before nightfall. 
lle loses ne work because of cold (ol rain. He escapes 
the dust and din of some callings and seldom needs 
vrease solvent to clean up. He dresses no differently 
from his boss. He isn't forced to step aside at 60. in 
favor of younger, stronger men. He Can look forward 
to hale and productive longevity in his craft, as is 
witnessed by the many octogenarian horologists still 
keen ol eve and steady of hand. each day has some 
interesting new challenge. 

With all these blessings and attractions, why is the 
horological craft failing to attract enough high-calibre 
newcomers? Why is it losing some of its best men? 

Money isnt the main reason, Henry Fried says: men 
dont work for money alone. Less tangible things are 
equally important. Money is only one reward for good 
work. If certain other rewards are available. more 


money will almost automatically result. Here. in Mr. 
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Fried’s opinion. is what is wrong with horology as a 
career: Its men don’t get the approval they need, or the 
recognition they crave, or the appreciation they must 
have to do their best. 

If Fried has diagnosed the trouble correctly, he is 


probably equally right in prescribing the cure. What 


he proposes is a system of awards for sood men and 


eood work. The awards would be given each year at 
all levels—local. regional, state or national, wherever 
some group sees the value of regularly recognizing and 
honoring good work. There would be competitions at 
the various levels for student apprentices, for watch- 
maker craftsmen. for engineers and for professional 
horologists. 

Outstanding apprentices would be honored for escape- 
ment drawings, model escapements. hand-made _ tools. 
watch or clock conversions. or perhaps an excellent 
set of notes or exercises. 

Outstanding craftsmen would be honored for some 
new design. some remarkable watch or clock they have 
made. or for some contribution in organizational work 
for the good of the craft and their fellow-craftsmen’s 
welfare. 

Outstanding engineers would be honored for thei 
distinguished contributions toward some major project 
such as an electronic watch, an alloy main spring, a 
new self-winding design or some clip-clutch mechanism. 

Outstanding professional horologists would be honored 
for the best exposition or educational treatise. 

These proposals, it seems to us, prove that Henry 
fried has as much skill in psychology as he has in 
horology. He knows what makes things tick. in people 
as well as in watches. 

He has outlined a positive plan that every group and 
association in the watchmaking and jewelry industry 
can work into its 1959 activity program. For the good 
of the trade. we must do everything possible to attract 
quality craftsmen and to keep them interested and 
dedicated. once we ve got them. Let’s be wise enough. 
eenerous enough, and frankly selfish enough. to recog- 
nize craftsmanship. 

Horology is a time-honored craft. But the men of 
horology need more honor and more rewards in their 


own time. °59 is the time to start. 


el VK 


EDITOR 
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An Industry Unites to Bring you a National Tableware Market 





ATLANTIC CITY CHINA & GLASS SHOW 
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JANUARY 4-9 Sunday thru Friday CONVENTION HALL 





This first show of the New Year belongs at the top of your 


schedule because it has all the elements inherent to success. 


— — — —_———_—-  —_ —— 


Here you have the opportunity of covering the complete market. 
It’s conveniently arranged for your efficient review at the famous 
| Convention Hall. You'll also have a chance to enjoy yourself 


in Atlantic City’s festive atmosphere. 


VARIETY and SCOPE —Exhibits by 252 firms represent every 


segment of the industry, including several that usually haven’t exhibited in January. 





Here spread before you will be promotions, special items, and all that’s new. 


¥ 
HOTELS and TRANSPORTATION -— Arrangements 
have been made with several Boardwalk hotels to provide rooms at a guaranteed 
rate of $9.00 single and $13.50 for twins. Fine new motels and other hotels are 
| also available at modest rates. You can reach Atlantic City by plane, train or bus more 
easily than you may be aware. A complete run-down on transportation facilities and 
hotels is available upon request. 


Sponsored by: 
CHINA, GLASS AND POTTERY ASSOCIATION OF AMERICA, INC. 





Directed by: 
GEORGE F. LITTLE MANAGEMENT, 220 Fifth Avenue, New York 1, N. Y. 





(“PAUL 
REVERE” 


£e% ROGERS &% : ho NtPACR Ag 


‘a 
S upynii 
Chafing Dish 


for today’s living 


co LTD. * - 
, ONEIDA MMUNITY SILVER 


Cy / j + 
f bee | Z EFLOWER™* 4 J 


Heirloom 
Nterling 


Christmas comes on every day 
... with market-tested patterns by O - E i DA 


Be sure to display and promote them throughout December 


... and may your holiday season be the best one yet! 


crafted by 


* 
HEIRLOOM STERLING 
* 
COMMUNITY SILVERPLATE 
1681 * ROGERS (:. * SILVERPLAT 
ON YACRAFT” STA NLESS 
FIN HOLLOWWAR 


makers of distinctive tableware 





